











ACACIA ANNOUNCES 
CHANGE IN RESERVE BASIS 


_.... Acacia believes in the principle of charging premiums just large enough to 
guarantee the payment of every contract or obligation in full, it reduced its rates 
in 1926 to rates lower than those of any other mutual old line company. 


That this low premium principle is sound is shown by the outstanding progress of 
the Company since its adoption. 


Since that time it has increased its assets over 250%, now more than $72,000,000; 
its insurance in force over 90%, now more than $387,000,000; it has more than doubled 
its surplus, and has paid to beneficiaries and policyholders over $53,000,000, of which amount 
more than $10,000,000 was dividends to policyholders. 


Because of the present day problems incident to all investments, and the reduced in- 
come thereon, Acacia, in line with the practice of most companies, has changed its reserve 
basis from 314% to 3%, effective January 1, 1938. The new reserve basis and the 
premium rates thereunder will apply only to business written on and after that date. 


Under its mew reserve basis, Acacia continues its fundamental principle of guaranteed 
low premiums and, as in the past, will make no estimates of future dividends. In the fog 
of present day conditions, any estimate of dividends on life insurance covering a period of 
years must obviously be largely a guess and, in our opinion, life insurance should be neither 
bought nor sold on a guess. All Acacia will say is that the savings in mortality, gains from 
interest and savings from efficient and economical management, will, in the future as in 
the past, be returned to the policyholders. 


The year 1937 was the greatest year in the history of the Company. 


Under its new reserve basis and rates, Acacia enters the new year confident that its 
guaranteed low premiums will appeal more strongly than ever to the insuring public and 
that the year 1938 will be another year of outstanding progress and accomplishment. 


ACACIA MUTUAL 
LIFE INSURANCE COMPANY 


Chartered by the Congress of the United States 
Branch Offices in Sixty Principal Cities 
Wm. Montcomery, President 


51 Louisiana Avenue Washington, D. C. 
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Group Disability 

Provisions Are 

Being Liberalized 
Waiver i iia Is 


Being Adopted by Majority 
of Leaders 





The majority of group writing com- 
panies are changing their group contract 
disability provision to waiver of pre- 
mium if disability occurs before age 60. 
Since 1932 the group contracts have 
been carrying a disability clause provid- 
ing for extended term insurance for one 
year if disability occurs before age 65. 
The new contract offers a broader pro- 
tection, although the age limit is reduced 
five years. 

Under the new provision if the insur- 
ance is canceled on any employe under 
age 60 who is totally disabled and his 
death occurs within one year, his insur- 
ance will be paid. 

When the total disability has been 
continued for nine months, and the em- 
ploye has submitted satisfactory proof 
of such disability to the company before 
or within 12 months after termination 
of premium payments for the employe, 
his disability will be considered perma- 
nent and the company will waive the 
payment of any premiums thereafter 
falling due during total and permanent 
disability for a period of one year and 
for further periods of one year provided 
proof of the continuous disability is sub- 
mitted to the company in writing within 
the three months preceding such year. 


No Increase in Rates 


There will be no increase in rates for 
the benefits and it is expected the con- 
tract will have a wider sales appeal. It 
1s expected that it will not only provide 
new prospects, but a number of old 
Prospects may be called upon with a 
fresh approach. Agents are being urged 
to take advantage of the change to 
secure immediate business. 

While there has not been any great 
demand for change in the disability pro- 
vision of the group contract, it is felt 
by those making the change that the 
new provision will enhance the sala- 
bility of group insurance. It provides 
the employer with protection during dis- 
ability, even if he terminates his em- 
ployment. 


Equitable Opposes Change 


It is known that the Prudential, Con- 
necticut General, Aetna Life and Trav- 
elers are making the change and it is 
expected that the Metropolitan will fol- 
low suit. The John Hancock, General 
American and Sun Life of ‘Canada have 
made no announcement. 

The Equitable Society has definitely 
committed itself against the change on 
the ground that the present clause is 
adequate and by reintroducing waiver 
plans it opens the way to the serious 
abuses that developed under the old 
Clause. The change, according to the 


(CONTINUED ON PAGE 10) 








Federal Taxes Slated for 
Biggest Changes Since ’28 





NEW YORK.—Federal income, es- 
tate, and gift taxes are due for a more 
drastic recasting by the present con- 
gress than they have had since 1928 or 
possibly even since 1926. However, life 
insurance tax specialists believe that in- 
surance men who are well posted on the 
present laws will not have to do much 
burning of midnight oil over the re- 
visions. 

According to the recommendation just 
made public by the House subcommittee 
on internal revenue laws, it appears that 
with a few exceptions the changes will 
probably be in the nature of consolidat- 
ing and clarifying existing provisions. 
Some of the changes proposed are 
quite drastic but would have no par- 
ticular effect on life insurance. For 
example, there is thought of cutting the 
exemption provision for general estates 
and gift tax by making the tax free 
totals in these categories only $40,000 
instead of $40,000 general estate exemp- 
tion and $40,000 gift tax exemption. 


Couldn’t Have Both 


This would mean that whereas a man 
may give away up to $40,000 in gifts 
tax free (in addition to the $5,000 an- 
nual gift tax exemption) the proposed 
law would deprive him of the $40,000 
general estate tax exemption if he gave 
away $40,000 in gifts. There is no men- 
tion of changing the $40,000 exemption 
on life insurance paid to a named bene- 
ficiary. 

The other proposal affecting the gift 
tax is to cut down the $5,000 annual 
exemption to $3,000. While there may 
be some talk of removing the exemption 
entirely and making all gifts taxable 
there would probably have to be some 
exemption or abuses would arise com- 
parable to those under the old prohibi- 
tion law. Making all gifts taxable would 
be such an easy law to evade and it would 
be so difficult to apprehend violators 
that the government would have to con- 
sider it a dead letter or else spend so 
much money collecting on minor cases 
that the cost of collecting would be much 
more than the taxes recovered. 


Pension Trust Proposal 


One proposal affects pension trusts, 
which have become so popular in the 
last year or so. Under the present law 
payments into a pension trust fund are 
exempt from income tax but there is 
nothing to prevent a corporation, if it 
should run into bad weather in future 
years, from recapturing all or part of 
this fund. The money so _ recovered 
would of course be subject to income 
tax but it would presumably be recap- 
tured only during a period of low net 
income so that the income tax payable 
on it would be small or non-existent. 

The government’s proposal is that 
pension trusts must be made irrevocable 
and not subject to this sort of recovery 
by the corporation. The corporation 
could cease making payments into the 
fund if it chose but could not get its 
money back. 

Application of the income tax to life 
insurance and annuities is regarded as 





well settled with no particular problems 
awaiting decisions. The most recent de- 
cision covered income taxes on refund 
annuities in case the remainder of the 
specified installments certain is paid to 
a beneficiary after the death of the an- 
nuitant. 

The internal revenue bureau held that 
the excess of the aggregate payments to 
be made to the second taker over the 
commuted value of the right to receive 
those payments in the future is to be 
divided by the total number of payments 
to be made, the resulting figure repre- 
senting the portion of each payment 
which is to be included as taxable in- 
come. While this method is not ac- 
curate mathematically to the last deci- 
mal place, it is sufficiently equitable so 
that it is vastly preferable to the com- 
plicated series of calculations that would 
be necessary without it. 

A similar method was used last year 
in determining the taxability of install- 
ment payments received under family in- 
come contracts. The number of months 
remaining in the family income period 
is divided into the term portion of the 
policy and the resulting quotient is 
exempt as proceeds. The remaining part 
of the monthly income is then regarded 
as taxable income. For example, sup- 
pose that 75 months remained during 
which payments were to be made and 
that $5,000 were the term part of the 
contract. Dividing 75 into $5,000 gives 
$66.67 which, as proceeds, is exempt 
under the law. Assuming that the con- 
tract calls for $100 a month to be paid, 
this leaves $33.33 a month taxable in- 
come. 


Canadian Results Reviewed 


In reviewing life insurance results in 
Canada last year, G. W. Geddes, presi- 
dent of the Canadian Life Officers Asso- 
ciation and general manager and actuary 
of the Northern Life of Canada, said 
that there were 3,500,000 policyholders 
and $6,900,000,000 of life insurance in 
force in Canada at the end of 1937. As- 
sets of life companies totaled over $2,- 
000,000,000. In every working day 
through 1937, $500,000 was disbursed by 
life insurance companies in Canada to 
their policyholders, according to Mr. 
Geddes. New insurance sold for the 
year totaled $675,000,000. 











Famous Comedian Dies 


in Penniless State 





One of the most tragic of re- 
cent events was the death of the 
famous comedian, Ted Healy, 
who caused thousands of people 
to laugh at his work on the stage. 
He died penniless and carried no 
life insurance. Recently his salary 
was $1,000 a week. His gross 
earnings for his work were esti- 
mated at $1,000,000. A collection 
was taken up for his wife and 
week-old son. 











State Competition 
PrimeSavings Bank 
Insurance Bane 





Public Would Fail to Un- 
derstand Complete Separa- 
tion of Two Functions 





NEW YORK-—Savings bank life in- 
surance, proposed in a bill now before 
the New York legislature and unquali- 
fiedly endorsed by Governor Lehman, 
is primarily objectionable because it is 
a thinly disguised device for putting the 
state into the -life insurance business. 
This is the feeling of life insurance men 
and others who are opposed to the idea. 
Most of the other objections to the 
scheme, principally that of favoritism 


from a tax angle, have been taken care 
of in the present bill. Tax favoritism 
was the particular target of opponents 
to previous bills in New York State. 

Stripped down to its essentials, the 
bill introduced by State Senator Living- 
ston of Brooklyn is merely a system by 
which the state of New York would go 
into the insurance business, with the 
savings banks holding the bag. It prob- 
ably wouldn’t be a very big bag since 
each bank issuing policies would only 
have to have $25,000 in order to start 
business. In return for putting up this 
$25,000 which, incidently, must come 
from some other source than the bank’s 
funds, the bank is privileged to act as 
a receiving station for life insurance 
business. 


State Holds the Reins 


The state is really the whole works. 
The state, through its insurance depart- 
ment, controls the rate to be charged, 
the terms of the policies, the medical 
examinations and dictates each partici- 
pating bank’s share in the expenses of 
operating the savings bank insurance 
bureau of the state insurance depart- 
ment. While the state performs the lat- 
ter service gratis for the first five years, 
the banks have to continue on a pro- 
rata basis fixed by the insurance super- 
intendent after that. Not only have the 
banks nothing to say about the alloca- 
tion of these expenses but they have no 
control whatever over their amount. 

Savings banks having better manage- 
ment or better luck than the others 
must pay over a portion of their sav- 
ings in mortality or investment expenses 
into a fund held by the state for the 
benefit of the less fortunate in the sys- 
tem. 


Must Foster Deceit 


It is for the foregoing reasons that 
many persons who have no other rea- 
son for opposing savings bank life in- 
surance feel that it is a large step in the 
direction of more government in busi- 
ness, whereas a reversal of this trend 
would be desirable. The other major 
objection to savings bank life insurance 
is that it cannot help fostering deceit, no 
matter how unintentional this may be. 

(CONTINUED ON PAGE 10) 
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Few Changes Are Made by Companies This 


Year in Dividend Schedules 


This year finds surprisingly few com- 
panies making changes in their dividend 
schedules. Sixty-three companies have 
reported no change, seven have increased 
their scales, while only four have re- 
duced their payments. 

As a result of the continuation of 
their present schedules, policyholders 
will generally receive larger dividends in 
1938 than they did in 1937. This will 
mean a much greater disbursement to 
policyholders this year than last. 

Northwestern Mutual, which reduced 
its scale in 1937, has in its new schedule 
increased its payments to policyholders. 
Connecticut Mutual, Connecticut Gen- 
eral and Continental American are other 
American companies. Three Canadian 
organizations, Imperial Life, Manufac- 
turers and London increased their scales. 
Sun Life of Canada is expected to an- 
nounce an increased scale for its divi- 
dend year commencing April 1. 


Savings Banks Cut Scale 


In view of the increasing interest in 
savings bank insurance it is interesting 
to note that the Massachusetts savings 
banks have reduced their scale effective 
Jan. 1. Other companies reducing their 
scales are Home Life, Mutual Life, and 
National Guardian. 

In 1937, Continental Assurance and 
General American started issuing par- 
ticipating policies. Both companies at 
the same time issued illustrative scales. 
General American issued an increased 
illustrative schedule as of Jan. 1, 1938. 

Midland Mutual Life and Baltimore 
Life as of Jan. 1 changed to a 3 percent 
reserve basis in connection with which 
7 have issued new illustrative sched- 
ules. 

Very little change has been made in 
interest payable on dividend accumula- 
tions and policy proceeds. Any changes 
that have been made are in the nature of 
slight reductions rather than increases. 


New Mexico Premium Tax 
Law Is Held Constitutional 


SANTA FE, N. M.—A split decision 
of a three- -judge federal court held con- 
stitutional New Mexico’s 2 percent gross 
premium tax levied by the last legisla- 
ture against fraternals. The decision de- 
nied the Woodmen of the World, Se- 
curity Benefit and Praetorians a perma- 
nent injunction against State Corpora- 
tors Commissioner Casados to restrain 
collection of the tax. Circuit Judge 
Bratton joined with U. S. District Judge 
Murrah of Oklahoma, who wrote the 
opinion, in holding the statute valid; 
U. S. District Judge Neblett of Santa 
Fe dissented. 

C. R. McIntosh, counsel for the cor- 
poration commission, estimated the fra- 
ternal tax would total $10,000 to $12,000 
a year. Proceeds go to the Carrie Ting- 
ley Hospital for Crippled Children, Hot 
Springs. The decision held the tax pay- 
able as of April 1, 1937, although the 
fraternals contended the first payment 
would be March, 1938. 

Exempt under the law are certain 
benefit associations which restrict poli- 
cies to members, do not employ solici- 
tors, and are composed of one religious 
faith or employes in more hazardous oc- 
cupations, 


Bishop Agency Leads 


J. W. Bishop’s home office agency 
led the Volunteer State Life in produc- 
tion in 1937. There was a close race en- 
sued throughout the year, with the T. 
W. Barron agency, Nashville, pushing 
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the Chattanooga contingent all the way. 


Interest on 
Dividend Policy Proceeds | 
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MATCH 1... 0:5:0:0 6% Mankattan Mutual... POST BERIC COMTI MO ise ss ois 06 5 0isnee ecb o:6e0 4,00 3.5 3.5 
January 1...... Manufacturers, Can. PROEGABOG SCHR COCO 6 6.o:-5:6:a:6.00 seo: oiisre 6 es 0:8 0:6 0 woe 1 3.75 3.75 
eS es NS Sea ee Present scale effective to March 31, 1938........... P ‘ te 
“Ll Se ee Massachusetts Mutual...%...... Present scale effective to May 31, 1938............. ' ii ; 
January 1...... Massachusetts Savings Bank... Reduced scale adopted... ...cccccccsccccecesceecs 3.75 3.75 3.75 
aE ae MIBITODONURD oc csesc 0-00.00 seeews Present scale effective until ‘April i > Le wees were ie 
ae Midland Mutual 3144%.......... Present scale effective until July 1, MOBS ce ccsccsve crete eis ee 
oe .Midland Mutual 3%............ New illustrative scale adopted Jan. jas. | en 3.5 ae ater 
January 1...... Midwest Tite, Nev. i... 086638 eb eae tel i Pope cre) | bel Vc UREA A ee 4.0 Guaranteed rate 
January 1...... Diinisters Batual. . ..i sce sss ccs Decision sometime in January... .cvssicccviccvecs ney a ease 
PU as Cae Minnesota Mutual............. Present scale effective to June 30, 1938............ 4.25 3.5 4.0 
NN Beis ecard MESSE TA. ANTENA: ohaisic 6a ois iacers 2 a.ence-0 Present scale effective to May 31, 1938............. Pia eas meee 
January 1.....< MIGNAPO, GBM. 6 :cin age aioe e'nseses DDT THORS OMG IME oo. 5 5.06 06. 000. 00.0 6 crag 8b leibce 458 e038 4.0 4.0 4.0 
January 1 UES Rd: re eer 1937 scale CONTINUE... cccescccercccereseeveces 4.0 4.0 4.0 
January 1......Monumoental Life........8sses0 DUBS BCRIO COMUIIOG 6.656 9 :6:015:5.0)6:0:0.0:0 40109 45:6 0.010 4 e500 eon - eta 
January 1.. pC SSOMONG 666i 00s ween ae DOB GROIN CONCIIAINOO 5 45. crore 0:4 50eKGii ore war el oh Gare aile,aieiieiels 3.5 3.75 3.75 
January 1.. CE eer eee BC MO PT ONO 6 6.66. 05-6: 0:0 -810:0.6,6:4,6 00 F080 oo were 4.0 0 4.0 
as 1 Mutual BOS sk ooo aie asevess: sai aieree Reduced scale adopted 3.2 3.2 3.2 
eee. REN UI soso h ao sw ore 6.5 5 SON, EN IIE oo 05.8 o 5 6 0:5 ioe Rewemreesdaaienebe, Cee ne Pee 
oh ai eaoe National Guardian . Reduced scale adopted. os A 4.0 3.75 4.0 
eanuery 1....... TO Ay Caer .-Probably no change.. nee ‘ eens 
January 1...... DIPTIONL BNtO, Vb is 6 ieee sos acese 1987 scale continued.. > we 3.5 3.5 
JOMUATF 1... National MASONIC. ...600.0ssce POD CANO) COMING 650: 'o:6:5:'5; eins si hie-nelb 4-076 Glee Gia elena e or 3.5 3.5 3.5 
January 1...... New England Mutual........... 1937 scale continued except on single premium and 
PBIG=UP LIFE OCNGOWIMENUS:. ¢ 6.666060 6 6.0.0 6:95.00 0:0 0's 3.5 3.75 3.75 
January 1...... oS calle 60 9 Ae eee PRL I ae 1937 scale continued except extra 5 year dividends 3.0 Giaranteed rate 
January 1...... North American L. & C........ MOB T BORIS COMUMNGGs 6 oic5 5 oicisisisis o0lels 0.0 canes eee bows 8 4.0 4.0 4.0 
PME Bie 6w: base North American, Can.......... Present scale effective until June 30, 1938.......... 4.0 4.0 4.0 
January 1...... DUAR RRR, RONEN 5 5.0: ooo: 6, 00d ap seieeie BS a EU: TN 5/0. 'bsa na a vetcin st -i.0)/e.ncai'ootboue eis e ea eh oes 4.0 4.0 4.0 
oe ee ee Northern, Wash..............+. Present scale effective to April 30, 1938............ ee acer ies 
January 1.0... Northwestern Mutual........... Increased scale adOpted.......sscessscscesseresecs 3.5 3.5 3.75 
2 eae Northwestern i neomee pote: ehiecere ae Present scale effective to April 30, 1938............ 3.75 3.75 3.75 
UE ae eee COCCIMONTALS CORTE 66.56 o sce ores wvises Present scale effective to June 30, 1938............. ee age hare 
AORTA DIR CIONOL «i 5 5 <5i5:00- 6 a0rersiere Decision to be made in. JAWVUALY «oc... 6 ccccscececeses 
Ohio State...... TIBCISION CO DG AMUSO OCCIY 6450.05.60 68 0 8. caasseeess 
Oregon Mutual Ses ee a LS: Se er ee 
SPIE PAN UUN sos 0-00-0103 oo S50 ‘Dividends declared monthly, May, 1937, scale being 
RENIN 5 ois 5G eis ao Si aioie <8 ie BIS iGis PRA ie ee re ee whe tks er 3.5 3.5 3.75 
Boe. | eee ae Present scale effective to June 30, 1938............ sues vee ate 
‘philadelphia 7) ae ee BS e CLO COMME IIIIOEL 6 6 so 04:0 9,0: 8.5.5: 400le F660 © 628 orb otarets 3.5 3.5 3.5 
enor tk SS ere Present scale effective to June RUE URS isos poles S0a ose 3.6 3.6 3.6 
ee Ee eer Present scale effective to April 30, 1938 augne tare retete roe Saks ees roe 
* Subepieaies BIOCIONAD «2.006550 BVO) BOR IO OO GIINIO 6.6 :0:b'5: 6. 0-016 4419.0 os 0101 6-6's 6 eae’ 3.5 3.5 3.5 
MBS Bei s'as +++ Bostal DS AS te, See Present scale effective to April 30, 1938............ us ae Ae 
January ie . Presbyterian Ministers......... PUG T: GOMES WOM CIO 6 i556 0.5.5 8 ao08 v wobine dese bw neeiees 4.0 4.0 4.0 
at Tis 56-565 PPO CBOUI VO, BIR. coc veces secesvcd Present scale effective to May 31, 1938............. oe is sara 
January 1...... Provident Mutual.............. ee GEC I INOUE yo go sue a5 soul. 8 a:b Wow Shel oceiwiavelatese'eGiaras 3.5 3.8 3.8 
January 1..... Fog ES Se ee 1937 scale continued on policies issued at premium 
rates prior to Jan. 1, 1935. Revised scale adopted Guar. 
for policies issued at DVOHONE PATOR.. 265.60 cee cece Rate 3.5 3.5 
BON 2 ow ences PURNURMUNN <5 cee 0 Copal 6 sca wious aise Gao DSCIBION TO HB WAS BOON sc ..6isi6 i556 610 60:8 0 ore eie e-¥0 8 “ - eas 
January 1...... PIBROGS GPR cose oes 2 vos cioeisae UR a DOMES COTO oo 6d poN Owe DS 6.6 F008 s 514 oreo ens 3.5 3.5 3.5 





NE\ 
ing bo 
of life 
believe 
by W 
monw‘ 
pany f 
buy ot 
compa 
nessee 

Acct 


of inte 
reason 
were t 
tion, Vv 
on any 
pensat 
edly n 
compa 
stockh 
comm« 


Sees I 


“Ho 
would 
being 
“As te 
cation 
faciliti 
not di 
less it 
fair pr 
duplic 
remote 

At | 
ment 
view t 
Souths 
gover 
might 
Willk: 
ciable 


panies 
tion o 
lic uti 
to 11. 
Nearly 
vestm« 
compa 
mortg: 
While 
types 
total 

public 
Steadil 
utility 
of the 
the L 
total © 
000,00 
figure 














January 21, 1938 


LIFE INSURANCE EDITION 





Utility Holdings 

Held Sound Despite 

Willkie’s Proposal 
Few Risalind te Dramatic 


Bid for U. S. Purchase of 
Commonwealth & Southern 





NEW YORK—Public utility operat- 
ing bonds are still among the soundest 
of life company investments, experts 
believe, despite the dramatic proposal 
by Wendell Willkie, head of the Com- 
monwealth & Southern holding com- 
pany fleet, that the federal government 
buy out the Commonwealth & Southern 
companies in territories where the Ten- 
nessee Valley Authority would compete. 

According to a public utility expert 
of international reputation, there is no 
reason to fear that the government, if it 
were to accede to Mr. Willkie’s sugges- 
tion, would take over utility companies 
on any other than a fair basis of com- 
pensation. Such basis would undoubt- 
edly not only take care of the operating 
company bondholders but the preferred 
stockholders and to a large extent thie 
common stockholders. 


Sees Profit for Bondholders 


“Holders of operating company bonds 
would probably make a profit through 
being paid off at par,” said this expert. 
“As to the danger of large scale dupli- 
cation of Commonwealth & Southern 
facilities by the T.V.A., the T.V.A. is 
not disposed to duplicate facilities un- 
less it fails to make a purchase at a 
fair price. The possibility of large scale 
duplication of existing facilities is too 
remote to be taken seriously.” 

At life company home offices invest- 
ment men inclined to agree with the 
view that purchase of Commonwealth & 
Southern operating companies by the 
government would cause no loss and 
might remove a few headaches. The 
Willkie proposal has had no appre- 
ciable effect on public utility securities. 
as Commonwealth & Southern bonds 
have for some time been selling any- 
where from 10 to 20 percent below the 
market price for similar securities else- 
where. Some expressed the hope that 
Mr. Willkie’s drastic statement would 
shake the country into a realization of 
what the government’s T.V.A. policy 
portends for the future of private in- 
dustry in the United States. 

At the end of 1937 member com- 
panies of the Life President Associa- 
tion owned some $2,826,000,000 in pub- 
lic utility bonds and stocks, amounting 
to 11.7 percent of their total assets. 
Nearly all life company public utility in- 
vestments are in the bonds of operating 
companies which are in effect a first 
mortgage on the properties themselves. 

hile the percentages of some other 
types of investment as compared with 
total assets have been dropping, the 
public utility ratio has been gaining 
steadily. At the end of 1927 public 
utility securities constituted 8.2 percent 
of the assets of companies belonging to 
the Life Presidents Association. The 
total at the end of 1937 was $2,826,- 
000,000 or nearly three times the 1937 
figure of $1,076,411,00. 





Union Chief to Broadcast 


NEW YORK.—“Labor Relations in 
the Life Insurance Companies” will be 
the subject of a radio address Friday 
night by Lewis Merrill, president United 
Office & Professional Workers of Amer- 
a, with which the C.I.O. industrial 
agents union is affiliated. The speech 
will be broadcast from station WMCA 
New York City and heard by an inter- 
city hook up over six other radio sta- 








New Commissioner Has 
Had Insurance Experience 








J. W. BRITTON 


J. W. Britton, the new insurance com- 
missioner of Tennessee, was in the in- 
surance business in Knoxville for 11 
years prior to becoming state comp- 
troller, the position from which he re- 
tires to become commissioner. He was 
a producer for the Phoenix Mutual Life 
and was later licensed also for the 
Standard Accident of Detroit. 








tions from 11:15 to 11:30 p. m. The 
union has been active in trying to or- 
ganize industrial agents, home office em- 
ployes, and branch office employes, par- 
ticularly in New York City. 





Says Stick to Motivating 
Role in Business Cases 





NEW YORK.—tThe prospect for 
business insurance has one big advan- 
tage from the agent’s point of view and 
that is that when he sees a problem he 
does something about it, according to 
Irvin Bendiner, New York Life, Phila- 
delphia, who is widely recognized as an 
expert on business insurance and taxa- 
tion. Mr. Bendiner addressed the first 
policyholders’ meeting which the New 
York City Life Underwriters Associa- 
tion has staged in three years and was 
enthusiastically acclaimed by an audi- 
ence which included not only agents and 
policyholders but many lawyers and 
trust officers. 

Outlining the ways in which the agent, 
the lawyer and the trust officer could 
best function in helping a business man 
protect his business values, Mr. Ben- 
diner said the role to which the agent 
should confine himself is the creative 
one of awakening the business man to 
his insurance problems, convincing him 
of their seriousness and motivating him 
to do something about them. 

“It is my experience that when a busi- 
ness man sees a problem he does some- 
thing about it but that when he doesn’t 
see it he does nothing about it,” Mr. 
Bendiner said. He warned, however, 
that the selling of insurance should be 
approached as a business problem and 
that the agent should not use the insur- 
ance solution as a means of showing up 
the business problems but should bring 
in the solution only when the prospect 
is thoroughly convinced that he is faced 
with a serious situation of which he 
had either been ignorant or had unduly 
minimized. 

Mr. 


Many business men, Bendiner 











be had. 


adversaries. 


Independence Square 





FREE SPEECH 


An effective addition to Agency activities is the “feeless 
speaker” appearance of a member of the organization,—who- 
ever has the gift of speech,—at luncheons of Rotary, Kiwanis, 
Optimists, Lions, and other men’s clubs, and at meetings of 
women’s clubs, especially those affiliated with the General 
Federation of Women’s Clubs. 


Program chairmen of men’s clubs welcome speaker sugges- 
tions. Many members own life insurance, and the speaker 
who brings some fact they had not known, or some reassur- 
ance as to safety, or a suggestion of how more effectively to 
use our service, is rewarded with appreciative applause. In 
every Agency are those who know or are members of such 
clubs, and through that acquaintance invitations may readily 


Numerous women’s clubs in all parts of the country, we are 
told, are askers for life insurance speakers. Women generally 
nowadays are our receptive allies, so questioning polls show, 
instead of being indifferent, or being more or less active 


This is educative and costless publicity. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 








PHILADELPHIA 














pointed out, run themselves and their 
families on a thoroughly unbusinesslike 
basis. 

“The situation of the average business 
man,” he said, “is that while his primary 
objective is to provide more adequately 
for his wife and childrén and himself 
and to put his family on a certain living 
scale and keep them there, with his 
business as merely a means to that end, 
yet too often he permits this real ob- 
jective to be crowded out so that his 
business becomes the primary objective 
rather than merely a means. If he took 
a broad view, if he really were such a 
hot business man, he should consider 
the consequences of his untimely eco- 
nomic death... . 


How Dispose of Business? 


“Suppose he were to die tonight, how 
would be dispose of his business or his 
share in a partnership or closely held 
corporation? There are only three things 
that can be done: his family can keep it 
so that his widow will get the income— 
if she can get someone who will take 
the responsibility and forego a share of 
the profits until the children are old 
enough to take over the business. Sec- 
ond, give the business to the employes. 
But usually the income is needed for 
the man’s family. 

_ “The third option is to sell it. If he 
is going to sell it why not sell it now 
when he knows what it is worth rather 
than wait until a forced sale for what- 
ever it might bring? Isn’t he‘the best 
salesman and isn’t now the best time?” 


Associates the Best Buyers 


Without going into technicalities, the 
agent’s job is to convince the prospect 
that he can make an agreement now 
which can be effective at the time of 
death, that his business associates are 
the best buyers, that the value of the 
business should be fixed now when he 
and his partners can agree on a formula 
rather than to let strangers come in and 
fix a valuation after death. Of course 
this brings up the question as to how 
the business will be paid for by the sur- 
viving partners. Cash first suggests it- 
self but that might not be available. The 
partners might give notes but the pros- 
pect will probably not want a debt in- 
curred and in any event wouldn’t care 
to have his widow and children depend- 
ent on notes. Life insurance is the 
obvious answer. 

(Mr. Bendiner outlined the respective 
functions of the agent, lawyer and trust 
company in protecting business values 
as follows: 

Agents: stimulating the business man 
to the need of protecting his business 
values for the sake of his family. The 
life insurance man has a tremendous 
fund of information which he brings to 
bear oni the prospect’s problems and is 
able to offer many valuable suggestions 
for their solution. 


Lawyer Is Coordinator 


Lawyers: the lawyer’s job is not only 
the drafting of legal papers but particu- 
larly the combining of the insurance 
estate and the general estate to supply 
needed cash to carry out the wishes of 
his client. There have been situations 
where estates have lost heavily because 
either the general estate or the life in- 
surance estate was tied up because of 
failure to foresee a need for cash at the 
time of death. The lawyer can prevent 
situations like this. 

Trustee: trust officers can be tre- 
mendously helpful by the use of their 
discretionary powers. If disputes arise, 
the trust officer can frequently get the 
parties together and get them to settle 
their differences without forcing them to 
resort to the courts. Some sort of trus- 
tee is essential to initiate action when 
death occurs and the stock purchase ar- 
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Another dramatic full page advertisement of the Family-needs 
Forecast . . . appearing in January 8th Saturday Evening Post 
and January 17th Time. 


The FAMILY-NEEDS FORECAST 


makes larger unit sales 
come more easily 


SALES OBJECTIONS are eliminated 
wholesale by this new, streamlined selling 
plan that Union Central men are using! 

First of all, the Family-needs Forecast 
shows the father what he’s never seen before 
—a jolting picture of the seven vital needs 
that would confront his family. Then it 
gives him an expert study of how his present 
insurance could cope with those needs. 

In our four months’ experience with this 
plan we find the father is likely to sign an 
application—not for just another grudging 
thousand or two—but for enough to round 
out his holdings into a complete, planned 
insurance estate. 


The UNION CENTRAL LIFE Insurance Company 


CINCINNATI, OHIO 








partners, since they are selfishly inter- 
ested. In this connection, Mr. Bendiner 
pointed out that if there is no way 
around making one of the partners a 
trustee he should be named as a com- 
pany Official rather than personally, 
since the office might change. 


Urges Cooperation 


“As life underwriters you are missing 

an opportunity if you leave out the trust 
officers and lawyers,” said Mr. Bendiner. 
“No matter how simple a document is 
involved, don’t assume the responsibility 
of those who should handle it. The life 
underwriter has a tremendous oppor- 
tunity in the field of business insurance 
but it is in finding business men with a 
problem and showing them the solution 
to it.” 
Mr. Bendiner also warned against 
attempting to sell business insurance 
primarily on a tax-saving basis, saying 
that there is no telling how the tax laws 
may be changed and if the anticipated 
tax saving fades away the agent is going 
to be in wrong with his policyholder 
whom he has advised to buy insurance 
to avoid a tax. 





Claim Association Committees 


President Edward D. Millea of the 
International Claim Association has ap- 
pointed Carl Jones, manager of the New 
York office of the Commercial Travel- 
ers of Utica, chairman of the enter- 
tainment committee for the coming con- 
vention at White Sulphur Springs, Sept. 
12-14. The committee on lay adjusters 
is composed of Harlan S. Don Carlos, 
manager claim department Travelers, 
chairman, R. Metcalf, Connecticut 
General Life and A. F. Jaques, Pruden- 
tial. 

There will be a meeting of the ex- 
ecutive committee in New York City 
in February, and the chairman of the 
various committees will submit reports 
regarding the activities of their com- 
mittees. 


Maj. Galbraith Makes Change 


Maj. A. C. Galbraith has resigned as 
general manager of the Excelsior Life 
of Canada, to become manager of life 
agencies in Canada for the Prudential 
of Great Britain. He had been the Ex- 
celsior’s general manager since 1930. 


NEWS OF WEEK 


Federal taxes due for biggest changes 
since 1928. ae og Pagel 


Group disability provisions are being 
liberalized by majority of leading com- 
panies, Pagel 

* *K * 


Stick to motivating role in business 
insurance, says Irvin Bendiner. Page3 
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Life company investments in public 
utility securities regarded as sound de- 
spite proposal for government purchase. 

Page 3 
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National Life of Vermont approves em- 
ploye pension and insurance plan. 
Page 8 














Persistency rating chart is adopted by 
the Jefferson Standard Life to cut down 
lapses, Page 8 

x. 3 


Ray Murphy resigns as Iowa commis- 
sioner to become assistant general man- 
ager of Association of Casualty & Surety 
Executives. Page 11 

*x* * xX 


Penn Mutual’s leading agents hold an- 
nual convention in Miami Beach. . 
Page 19 
* * x 


Cc. L. U. review course to be given by 
Fordham University. Page 26 
*x* * 

Gordon D. Adams, secretary of the Wis- 
consin Life of Madison, Wis., has become 
vice-president. Page 17 

*x* * * 

Dividends fer 1938 reduced by Mutual 
Life of New York, Home Life. Page 26 
ae 
Oscar E. Aleshire is installed as presi- 
dent of the Modern Woodmen and is wel- 
comed to Rock Island by a huge ban- 
quet, Page 24 





in Typical Buyers 
During Year 





TI 


American Service Bureau! 
Completes Survey of 20,00)' 
December Purchasers 3 





The American Service Bureau ha | 
completed a new semi-annual study oj 
life insurance buyers based on 20,00 
applications submitted in December t 


member companies of the American Life 7 Bonds 
Convention. This data will be further First | 
analyzed by the Sales Research Bureay 

The December survey closely parallels | F 
for many classifications and sub-classif- 7 Loans 
cations the surveys covering submissions | ( 
last June and December, 1936. Home 

Lee N. Parker, president American Real | 
Service Bureau, observes that the survey) Other 





plan develops types of buyers which ( 
numerically are buying more life insur. 





ance than others, the probable average Intere: 
policy which can be written on such (( 
individuals, the average amount of other Net U 
insurance which they own, and the prob- ( 
ability that they will have no other in- All Ot 
surance. 
Juveniles Are Excluded : le 
Less A 


The number of new insurance buyers 
in the new survey was 10,341, Mr. Parker © 
said. This excludes 2,510 children under Tc 
18. The survey a year ago excluded” 
only 1,312 children under 7 years. The! 
percentage having no other insurance} 
therefore, dropped to 59 percent from! 
66 percent. This indicates that agents | 
are more interested in soliciting new) 
prospects than old policyholders. 










Government employes, excepting arm Year en 
and navy, showed a 9 percent decline in . y 
number buying life policies compared to | palais 
a year ago. The average application for © Year en: 
this class increased somewhat in size 
The military and naval classes showed 
an increase in applications. About 2597) Decemb 
percent fewer employes of relief and Sheek 
social agencies applied. te 

Decemb 


Various Gains Reported 


There was a conspicuous gain in bank- 
ing, brokerage and insurance. Banks 
and finance companies had a good gain; 
insurance, especially fire, casualty, and 
miscellaneous, showed a very definite [7 
gain. The number in agricultural pur § 
suits increased slightly. Manufacturing 
and mechanical industries were up over A 
a year ago but declined from last June = 
Plumbing and heating were well in ad- ff 
vance. The building industry, lumber 
and wood products increased over a yeaf 
ago but decreased from the June figures. 
Machinery and metal products were 
down. Manufacturing held its own com- 
pared to a year ago while oil production 
and refining, and quarrying, mining and 
mineral refining slumped. seen 

Non-gainful occupations showed 2 $80,000.0 
drop from a year ago but increased from F% interest ¢ 
June. Sales to children under 7 in- 
creased from June as did sales to rural F 
and urban housewives, but students 
under 18 decreased. Professional serv- 
ices showed reasonable increase. 


SU 


income | 
$272,097, 


. Our 


inert 


Professional Services 


Do las aN ea 


The accuracy of the survey is shown 
by two classifications picked at random. 
Transportation and communications 
showed 1,010 applicants for an average 
of $2,635 a year ago; in the current 
survey there are shown 1,149 applicants 
for average policy of $2,634.. A year ago. 
590 school teachers were shown with 
an average of $1,897. This year thert 
are 643 with exactly the same average 
policy. 

Professional services a year ago had 
1,653 applicants with an average policy 
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THE WISCONSIN LIFE INSURANCE COMPANY 


26-30 WEST MIFFLIN STREET, MADISON, WISCONSIN 


Statement of Financial Condition—December 31, 1937 


ASSETS 
a 2 Sick ie sh ae ee wee tea, 9 Raa Phe $2,053,829.76 
ee NN EON 5s eS wtlhsls 86S 6 dae aoe wee 1,114,680.67 
eee ee eee eee $1 ,048,741.33 
ree hh. SOS Fo? ad 65,939.34 
ee rs eran irae 808,785.55 
(Secured by reserves on policies) 
i, SO ae nde  teec diet sees cece ree 284,049.39 
Real Estate Sold on Land Contracts.................. 153,156.40 
rere Fi 9S Meso, ot Jog oe alow ans 667,411.67 
(Free of Indebtedness) 

ee ge ee pee. , oY ate ated 66,845.97 

| ihe et AE ole ee PLT EEL 36,374.16 
(On Mortgages, Bonds and Policy Loans) 

Net Uncollected and Deferred Premiums............... 99,438.23 
(For which the reserve liability has been set up) 

AlN @iinieR Assets: Oren thaw tel be, weal mn Bee) 39,093.04 
I 5 i Bacon, at 7 eds vie ean $5,323,664.84 
® Less Assets Not Included in Surplus................... 40,060.69 

Ce SE ee Nas $5,283,604.15 








LIABILITIES 
Legal Reserves on All Policies, Annuities and Supplementary 
EE BI ih isi ine a oa a os wd ee eens $4,533, 191.08 


Dividends Apportioned to Policyholders, Including Divi- 


GUE AAI OW DONO iia oc oo tree ete 331,253.29 
Claims Awaiting Completed Proofs................... 20,485.68 
a AU TI Fins ois eek tee ab 2 as edad 20,300.00 
Premiums and Interest Paid in Advance................ 100,721.00 
Accounts Payable and Accrued Expenses.............. 5,555.43 
I iain cls 25 hye ect VR Oot ates None 

‘PotamElabilitiogss oo: 222 ee SS _... .$5,011,506.48 
Excess Security to Policyholders.................... 272,097.67 

(Surplus set aside as contingency reserve in addition to the legal 

reserve requirements) 

Total Reserves, Liabilities and Surplus............. $5,283,604.15 


Paid Policyholders and Beneficiaries since organization more than Five and one-half Million Dollars 


Comparative Annual Income 





AUDITOR'S CERTIFICATE 
January 15, 1938 
We have examined the accounts of The Wisconsin Life Insurance 
Company as of December 31, 1937, and 
WE HEREBY CERTIFY that the accompanying statement is in 
accordance with the records, and, in our opinion, presents the true 
financial condition of the Company as of December 31, 1937. 


(Signed) ELWELL, KIEKHOFER & CO. 
Certified Public Accountants 


SUBSTANTIAL PROGRESS EVIDENCED by the RECORDS 


mm Year ended December 31, 1917............. eee cereee cece emeceece: $ 137,236.33 
4 Vearenitied Decamner Si. U9Aie cc cxicrcas Seda wae od aetehnets cede oeremes 724,024.51 
mee Yeariencied’ Dacambpar si. RGAE s «.0:5.0.95) odin. .60. see Swen dein Bodmer 1,063,785.03 
. Assets at Dates Given 
F Decamibertaite Wabas.2 « ckinua wows otuaa ete eet ka ee hoe renee $ 486,039.01 
eh CE AE AE TED BE RTE) Ae Re 2,210,590.61 

DBCS MbGroN WPA oh x 5:05 saree wee os Bide tlle cts Om oietsMee meee win ghee 5,283,604.15 

GAINS DURING PAST YEAR 
Assets show an increase of $416,793.97 during the past year. Excess of cash 
© income over all disbursements was $396,664.33, and the surplus increased to 
© $272,097.67. Insurance in force increased more than a million dollars. 
BONDS 

z Our bonds have a par value of $2,030,000.00. $545,000.00 are in U. S. Gov- 


‘ $80,000.00 are in Dominion of Canada bonds. 
E interest or principal. 


- Saeco ors: 


ernment bonds, $208,000.00 are in bonds issued by states, counties and cities, and 
None are in default, either as to 





MORTGAGE LOANS AND REAL ESTATE 


Our first mortgage loans total $1,114,680.67 of which $1,048,741.33 is on 255 
city properties, and $65,939.94 is on 25 farm properties. The average size of city loan 
is $4,112.71, and the average size of farm loan is $2,637.59. Fifty-five parcels of 
real estate are sold on land contracts amounting to $153,156.40; other real estate, 
in addition to our Home Office Building, owned free of indebtedness, amounts to 
$667,411.67, of which 10 parcels are leased with option to purchase. Interest 
accrued on all properties was written off at the time they were taken into our real 
estate account. 


FAVORABLE MORTALITY 


Improved health conditions resulted in a favorable mortality among our policy- 
holders, which is between 15% and 20% lower than the estimated average of all 
companies during 1937. 


Agency Openings in Wisconsin and Minnesota 


George R. Holdhusen, Supt. of Agents 
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“Solid as the State” 


N. J. Frey, President 
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of $6,523. The present survey shows 
1,793 with $6,532 average. 

The average size policy increased to 
$2,049 from $1,927 a year ago. The 
number applying for $5,000 and more 
was 2,015 as against 1,780 a year ago. 
Those who had other insurance in the 
company applied to numbered 2,054, or 
12 percent, compared to 1,628, or 9 per- 
cent, a year ago; the number having life 
insurance in other companies was 5,095, 
or 29 percent, as against 4,704, or 25 
percent, a year ago. The average 
amount of insurance already owned was 
$4,040, a decrease from $4,183 a year 
ago. 

The survey showed 12,155 non-medical 
and 7,845 medical risks. Applications 
written on medical basis exceeded non- 
medical in Ohio, Michigan, Illinois, In- 
diana and Wisconsin. Non-medical busi- 
ness was nearly three times medical in 
Louisiana, Texas and New Mexico. Of 
the number 76.3 percent were males and 
23.7 percent females. 


Buyers of Largest Amounts 


Theater and studio executives and 
owners applied for the largest amounts, 
the average being $9,604. These on the 
average already owned $10,647. Invest- 
ment brokers and salesmen applied for 
an average of $8,701, and $17,427 average 
policy in force; oil production and refin- 
ing engineers, executives and owners, 
$7,617 and $11,990, respectively; bank 
and finance company officials and execu- 
tives, $7,260 and $13,878; physicians and 
surgeons, $7,100 and $19,699; machinery, 
metals and metal manufacturing execu- 
tives and owners, $6,143 and $15,254; 
textiles and leather products executives 
and owners, $6,646 and $16,159; quarry- 
ing, mining and mineral refining execu- 
tives and owners, $6,143 and $15,254; 
wholesale drygoods, jobbers and manu- 
facturers’ agents, executives and owners, 
$5,799 and $8,584. 

Automobile sales agency owners and 
managers, $5,542 and $11,029; printing 
and paper executives and owners, $5,037 
and $8,960; real estate brokers and sales- 








Annual Statement Figures 





c-New Paid Business— 
3 193 


Amicable Life 11,717,175 


ee 








Conn, Mutual Life 95,561,015 
Great American, Tex....... 10,236,000 
Great N@tl, TAtO. .0.0cccc00s 2,540,890 
Great Southern Life........ 34,040,702 
Til, BARROS TAT... .cccscve 9,079,0 

Tilfe OF ViTRibl®...o.cccccvss 99,934,787 
Montana Life ......... socse Syns0,pee 
Midland Life, Mo........... 4,451,155 
New England Mut. Life.....153,940,077 
Peoples Life, D. C....... ona ,674,263 
Protective Lafe .....ccscoce 24,353,282 
Btate Werm TALC... evcccvcce 16,625,827 
State Mutual, Mass. y 41,218,023 
Union Central Life.. . 81,761,55 
West Coast Life......2.s¢ 16,728,000 
Western Reserve Life...... 4,844,733 
Wisconsin Life ...4:.000c00% 2,175,359 


--Change in Ins. in esse 


1937 
11,425,184 + 2,416,142 759,907 
88,688,152 +39,178,85 + 25,805,473 
11,343,622 + 4,186,433 * ,836,58 
3,306,392 +595,613 1,446,039 
34,105,465 + 9,280,339 + 6,580,858 
8,585,903 + 2,115,273 —2,746,886 
85,844,187 +36,019,799 + 23,158,155 
4,788,060 + 2,378,348 + 827,350 
:053,5 + 451,979 +509,559 
144,814,315 +78,358,359 + 64,050,966 
6,323,135 +3,451,802 + 3,470,285 
20,720,456 +17,700,680 +12,913,2 
12,926,857 +10,473,505 +7,320,391 
41,291,175 +12,111,785 +6,128,274 
79,664,137 +17,788,294 —10,192,267 
16,638,469 + 3,148,000 +1,885,457 
3,917,316 + 2,825,098 + 2,025,299 
2,248,780 +1,027,924 +803,514 








men, $4,798 and $7,975; wholesale com- 
mission and import house executives 
and owners, $4,615 and $6,871; hotel, 
boarding and rooming house owners and 
managers, $4,444 and $26,909; architects 
and draftsmen, $4,333 and $7,791; build- 
ing contractors and _ superintendents, 
$4,280 and $5,676; dentists, $4,185 and 
$7,606; building materials, ice and fuel 
executives and owners, $4,133 and $5,550; 
attorneys-at-law, $4,128 and $7,926; lum- 
ber and wood products executives and 
owners, $4,116 and $7,727; osteopaths, 
$3,819 and $4,375. 

Accountants and bookkeepers, $3,726 
and $5,828; street, road, sewer contrac- 
tors, engineers and stiperintendents, $3,541 
and $4,643; casualty, fire and miscel- 
laneous insurance, $3,445 and $8,193; life 
insurance salesmen, $3,439 and $6,871; 
laundry, cleaning and pressing owners 
and managers, $3,384 and $4,818; pro- 
fessional entertainers, $3,365 and $7,832; 
undertakers and funeral directors, $3,324 
and $6,986; meat products—wholesale 
and packing house, $3,071 and $6,438; 
variety stores, $3,041 and $8,040; tobacco 
products—wholesale and retail,, $2,936 
and $2,610; chiropractors, $2,928 and 
$2,600. 








Gough Moves to Force 
Dissolution of Fidelity Fire, 
Which Frank Cohen Bought 


NEW YORK—Dissolution of the Fi- 
delity Fire of Atlantic City of which the 
Frank Cohen interests of New York 
City have gained control, is to be voted 
on at a directors meeting called for this 
week, it is understood. The company 
controls the Reserve Loan Life of Indi- 
anapolis. 

If it is voted to dissolve the Fidelity, 
New Jersey laws require that the direc- 
tors’ action be ratified by a two-thirds 
vote of the stockholders at a meeting to 
be held within 10 days of the directors’ 
decision. However, the Cohen group 
controls enough stock to insure the 
necessary stockholders votes. 

It is generally understood that the 
directors’ meeting was called because of 
pressure from Deputy Commissioner 
Gough of New Jersey. Part of the 
Cohen plan was to switch the company 
from a fire carrier to a casualty writer. 
All fire business was reinsured but be- 
cause of the different financial set-up he 








would not approve a change of writingll 
powers until an examination of th 
company had satisfied him on its finan! 
cial condition. q 
Lack of policyholders’ interest dy) 
to reinsurance of fire business made i 
unnecessary for the department to tak 
immediate action. However, Mr. Gougy 
said he would not permit the company 
to continue indefinitely in its indeterm, 
nate status and that if nothing we 
done he would move to take it over. 
While Fidelity officials were reticeny 
about discussing the approaching mee 
ing, it was not denied that dissolutig, 
was the subject to be voted on. Appar 
ently the idea of switching to casualty 
has been abandoned, for one official saig 
that if the casualty project were con 
tinued it would be with an entire ne 
organization rather than by converting 
the Fidelity. : 
The Cohen interests bought the Fi 
delity at $8 a share. How the break-y_ 
value of the company compares with 
this figure is difficult to estimate. Aj 
the time of the contract of sale last fall 
Fidelity’s president, City Commissione 
Frank B. Off, thought that $8 a shar 
was less than the asset value of the com. 
pany. However, he sold his stock to the 
Cohen group when he resigned as presi: 
dent. 


Collins Philadelphia Speaker 
PHILADELPHIA — Addressing 
gathering of life underwriters and trusi 
company men, Basil L. Collins, vice 
president Old Colony Trust Company’ 
Boston, hailed the life insurance trusi 
as meeting the new economic need. | 
He pointed out that of the more thay 
$110,000,000,000 of life insurance in fore! 
in the United States, $16,000,000,00), 
now is payable under the companies’ op 
tional modes of settlement and close ti 
$5,000,000,000 is payable under tru 
companies’ life insurance trusts. Thes’ 
figures, he said, emphasize the impor 
tant part which life insurance is playing 
in the economic and social life of th 
United States. 











ann WINTER wun 


Time’s flight is swift— 


too swift, when one leaves much 


for future accomplishment. 


Build now to make the most out 


of the future, by a plan for financial 


security and independence. 


The Girard Life Insurance and 
Income Plan is such a surety. 


BA 


GIRARD LIFE 


INSURANCE COMPANY OF PHILADELPHIA 


Opposite Independence Hall 
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OUR RESOURCES: 


28th ANNUAL STATEMENT 















i sem i ee Bd OS a nee rer | 7,705. 
Available for immediate payment of claims or other cash demands. ( ie) $ — 
Rais y, 5h, 20a) xii gu Brot gn cgiaes tao am 2s it Sa 48s | 15,194,503.95 
CONGMIMNOIE 5 0 dite craeita me oe Lore tien a Ame ae wri wees $ 1,131,082.00 
Si eilo, GMeMMUINGMIAN SS Saco ce eta. sn va eine. i ec a 12,150,920.95 
Ralitanch ane: Publie: ClilitiGate vec. cn; © ou dons naaces enn cns adelanec co «oe 1,249,351 .00 
Indlisthian ema WWMRCONMMOOUS. co 4.5. ce «a noes. « tecero ales uote case ne 663,150.00 
Mortgage Loans ................. eee es 2 Tas. oc ee ee 13,828,909.70 
First mortgages on improved properties; for not more than 50% of the appraised 
value of any property except F. H. A. insured mortgages: 
BONGE MOOMGENGG 6.0 co 5 cane Man ee nee a tetas s euaet sans $6,792,097.57 
UU ie TO CEC Coa RAN oe eg Rea at del dhe Ua ee We boty apt Or te 7,036,812.13 
Comey tenes aed Llane. 6 2. 5s see aie’. GM. .......-.. ices peckia Ace po 7,872,369.03 
This amount loaned to policyholders on their policies. 
cause a etreah emieatoeacaines aoe ne 442,944.79 
Real Estate Sold on Contract................... DE eis crerad sayy ke dee eon 510,857.77 
This amount of property sold on monthly payment plan. 
i Tee en 8 Peer, Peek Oe. eS Seema cht! hy AG), Sian, 4 3,933,459.92 
Due and Accrued Interest...................... SES 2% sgn Pasay PES see 416,656.37 
Due and Deferred Premiums and Other Assets... .(1.97%)........................ 857,691.30 
Premiums in process of collection December 31, 1937. 
hae oe eee tee ee 8 $43,645,098.07 
OUR LIABILITIES: 
BI ci th ie Stalin cabs Re AS ool sass Search Selita ae alts lla aa ieee cee eae $37,737,273.00 
The Amount of the Legal Reserve required by law to assure that policy obliga- 
tions will be promptly and fully met. This reserve is verified by the State of Ohio. 
DS TE ETT TON Rn AP HL AIRS OD ANE EE NGEE ois TY IE OOO 1 ,669,966.00 
This amount is to guarantee special benefits incorporated in some policies. 
NIN 05.5 oct naonncnmmereneruEsn Tks Oe ey RI, Ca SIRT gE 799,931.11 
This amount has been left on deposit with the Company by policyholders. 
i I ne iiss ic ae oh oe ae i co bed OPES Moti, a UteE SILAS 184 156,282.75 
This amount is for payment of policy claims incurred on which final papers had not 
been received by December 31, 1937. 
iat ee aiid 6 ais) 5, ss ite awe |, a aan teen whe qarainanelate hee mmk AE dae 183,966.41 
Interest and Premiums Paid in Advance.................. 00.000 cece cece ee eee 349,643.65 
Dividends to Policyholders...................... co Le eva exit 3b N Tepe De Oe 105,310.17 
Dividends on Participating Policies payable to December 31, 1938. 
Comal Ams ea a ee... gob oo wien cs SA oetlodivier 6 wae 53,266.89 
I 5. ih a ag es ud, oh Sak nea aeanoe dara ae $41,055,639.98 
Excess Protection to Policyholders: 
Ne ere eee co sion cothccinetnc man $ 828,580.00 
Special Reserves for Fluctuation................... > aa a a 760,878.09 
Unentiened Gale 2 es ane Eh: GESTS - SSN oh 1,000,000.00 2,589,458.09 
Fetal 2... ew ee ews ses eee? Orn ere EET $43,645,098.07 
GROWTH IN INSURANCE IN FORCE GROWTH IN ASSETS 
WINE, SO icc c ice cc ee ds eet $ 70,090,761 Wee le WOME. «5s cs cnccce ese: $ 8,758,283.12 
ee | | ree 98,481,064 a Ee re 18,383,913.31 
I iS yaw eewk enews 182,368,944 Cee ae Ge. oe ee. 43,645,098.07 
PAID TO BENEFICIARIES AND POLICYHOLDERS IN 1937...................... $ 3,158,386.68 


THE OHIO NATIONAL LIFE INSURANCE COMPANY 


Cincinnati, Ohio 


T. W. Appleby, President 
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Notable Gains Reported 
in Annual Statements 





The Ohio National statement shows 
$43,645,098 assets, of which 1.35 per- 
cent is cash, 34.81 bonds, there being 
$1,131,082 government, $12,150,921 state 
and municipal, $1,249,351 railroad and 
public utilities; 31.69 mortgage loans of 
which $6,792, 098 are farm and $7,036,- 
812 city. There are $7,872,369 policy 
loans. The home office building is 1.01 
percent of the assets, real estate sold on 
contract 1.17 and other real estate 9.01. 

Included in assets are: Cash, $587,705; 
bonds, $15,194,503; mortgage loans, $13,- 
828,909; policy loans and liens, $7, 872,- 
369; home office, $442,944; real estate 
sold on contract, $510, 857; other real 
estate, $3,933,459; due and accrued in- 
terest, $416, 656; due and deferred pre- 
miums and other items, $857,691; total, 


$43,645,098, 
Liabilities include net reserve, $37,- 
737,273; additional reserve, $1,669,966; 


other, $1, 648,400; total, $41,055,639. Cap- 
ital is $828,580; fluctuation reserve, $760,- 
878; unassigned surplus, $1,000,000. 

In the real estate operations of the 
company in 1932 a 2 percent loss was 
experienced whereas in 1937 the com- 
pany realized a net earning of 3 per- 
cent on real estate holdings. Net in- 
terest earned on all assets last year was 
4.44 percent. Surplus increased from 
$1,628,000 in 1932 to $2,589,000 in 1937, 
a 58 percent increase. New paid in- 
surance in 1937 was $24,211,195, up 171 
percent, while business in force is now 
$182,368,000. Beneficiaries and policy- 
holders were paid $3,158,386 in 1937. 

In a 10 consecutive months period 
through the close of last year, produc- 
tion records for corresponding months 
in the previous year were broken. In- 
dications are that January business will 
exceed business in the same month last 
year by a wide margin. 


HOME LIFE OF NEW YORK 


The Home Life of New York, in its 
annual statement shows gains in assets, 
surplus, new business written, and in 
insurance in force. The insurance in 
force shows the greatest percentage of 
gain recorded in recent years, the net 
increase being 83 percent greater than 
the gain in 1936. 

Assets of $96,183,348 are the highest 
in history, a gain of approximately $5,- 
000,000. The surplus of $3,808,452 also 
sets a new high mark, New paid busi- 
ness is increased 11 percent. 

Of the $34,591,521 invested in bonds, 
93.5 percent are given ratings of AAA, 
AA and A by one or more of the bond 
rating services accepted by the New 
York insurance department. Govern- 
ment bonds total approximately $8,800,- 
000 as contrasted with $6,300,000 at the 
end of 1936, an increase of $2,500,000. 

An increase in the average size pol- 
icy from $5,000 in 1936 to $5,558 is re- 





ported, although the number of sales 
remains about the same. 


GREAT AMERICAN LIFE 


Great American Life of San Antonio 
in its new statement shows assets $2,- 
403,128 of which $972,514 are mortgages, 
$270,870 real estate including its home 
office building, $127,389 policy loans, 
$114,550 cash, $703,708 ‘bonds. Its capi- 
tal is $500,000 and net surplus $500,000. 
Its insurance in force is now over $28,- 
000,000. The company is making ex- 
cellent progress. 


MINNESOTA MUTUAL 


The Minnesota Mutual Life reports 
a gain of $9,000,000 in force in 1937. 
Total in force at the close of 1937 was 
$212,687,652. Assets were $40,926,189, a 
gain of more than $3,000,000. Surplus 
increased about $170,000 to $2,601,567. 


SEABOARD LIFE, TEXAS 


Seaboard Life of Houston, in its an- 
nual statement, reports assets $2,365,- 
898, as compared with $2,043,877 a year 
ago. Policy reserve is $1,895,953, as 
compared with $1,626,199, capital $200,- 
000 and net surplus $114,034, as com- 
pared with $64,205. Insurance in force 
is $22,892,574, an increase of about 
$2,000,000. 


NATIONAL GUARDIAN LIFE 


The National Guardian Life of Madi- 
son reports total insurance in force of 
$48,049,070, a gain of $2,743,576 in 1937. 
The various items in its statement have 
explanatory notes so that those who are 
not familar with statements can readily 
understand the various items. Admitted 
assets totaled $10,535,202 at the end of 
1937. This includes $589,468, cash; no 
United States bonds; other public obli- 
gation bonds, $888,563; railroad bonds 
$836,910, utility and miscellaneous bonds, 
$1,827,383, city mortgages $3,203,494, 
farm mortgages $647,238. New premiums 
totaled $227,462, renewal premiums 
$1,163,058, interest on investments $466,- 
555, total income of $2,186,118. Policy- 
holders and beneficiaries were paid $670,- 
408 and total expenditures were $1,306,- 
665. ‘Policy reserves total $9,263,822, 
dividends left with the company $521, 586, 
surplus to policyholders $583,232. 


KANSAS CITY LIFE 


The Kansas City Life report shows 
$105,242,470 in assets of which $946,659 
is cash in banks, $32,157,398 federal gov- 
ernment bonds, $12,397,520 other govern- 
ment bonds, $11,026,322 in farm mort- 
gages, $9,397,319 city mortgages and 
$20,426,107 on policy loans. The Kan- 
sas City Life has $8,195,894 in farm 
property and $4,049,339 in city property. 

Assets increased $4,712,184 in 1937, in- 








Persistency Rating Plan 
to Cut Down the Lapses 





Following a two-year educational pro- 
gram on prospecting and selling meth- 
ods, the Jefferson Standard Life has 
adopted a quality (persistency) rating 
chart for use by field representatives, 
according to Karl Ljung, assistant sec- 
retary. 

It has had much success with its ef- 
forts and plans to keep business on the 
books. The company entered on its lapse 
reduction program in 1926, and con- 
sistent work has been done along this 
line. The research in past years brought 
out many facts that caused a change of 
thinking in relation to the lapse evil. 
The period of evolution has strengthened 
the “quality writing’ idea as the basis 
for a reduction in lapses. 

The installation of the quality (per- 
sistency) rating chart will, according to 
experiments made in 1937, have a very 
decided influence for good on prospect- 
ing and selling methods, cancellation of 
business, and on the first and second 
year persistency rate. 

One of the rating charts is to accom- 
pany all applications that are submitted 
to the home office. 

The Jefferson Standard has shown 
steady improvement in its first and sec- 
ond year renewal record for many years. 








surance in force increased $10,828,530, 
bringing the total to $446,530,397. Total 
payments to policyholders were $9,260,- 
450. Total surplus for protection of pol- 
icyholders was $8,889,495 and legal re- 
serve $94,734,162. 


OLD REPUBLIC CREDIT LIFE 


Old Republic Credit Life of Chicago 
reports assets $754,603, policy reserve 
$305,803, capital $200,000 and net surplus 
$122,973. 


OCCIDENTAL LIFE 


The Occidental Life of California re- 
ports business in force Dec. 31 of $401,- 
933,389, a gain of $109,164,906 or 37.2 
percent. More than $51,000,000 of the 
gain of business in force was _ repre- 
sented by new writings, the balance 
coming from reinsurance of Guaranty 
Life, which brought an additional $58,- 
000,000 to the company’s books. Total 
new paid business for 1937 was $87,223,- 
691. 

Assets increased from $37,371,017 to 
$52,886,015, a gain of 41.5 percent. This 
was an all-time high for the company 
both in total and in growth. 


GENERAL AMERICAN LIFE 


General American shows total assets 
$123,942,534.30 including cash $7,318,784 
and U. S. government bonds $14,168,142. 
Policy reserves are $116,947,486, with 
a contingency reserve of $1,154,664. Sur- 
plus to policyholders including capital 
and guaranty fund amounted to $2,524,- 
961. 

According to President W. W. Head, 








FIGURES FROM DECEMBER 31, 1937 STATEMENTS 





Change 

Total in 
Assets Assets 
Amicable Life ......... 11,638,526 +916,419 
Columbus Mutual Life. 29,788,522 +4 2,549,886 
Continental Amer. ..... 21,131,862 +1,599,837 
General Mut. Life...... 626,048 + 60,807 
Great Amer, Life....... 2,403,128 + 361,905 
Great Natl. Life....... 1,245,963 + 256,859 
Midland Life, Mo...... 6,225,410 + 434,224 
Midwest Life, Neb 4,963,312 + 150,760 
Minnesota Mutual ..... 40,926,189 +3,645,636 
Natl. Guardian Life.... 10,535,202 + 758,440 
Northwestern Natl. .... 64,898,095 + 4,851,041 
Ohio Natl. Life........ 48,645,098 + 2,441,040 
Policyholder’s Natl..... 1,219,072 +186,245 
Rockford Life ......... 3,016,874 +116,677 
Seaboard Life, Tex 2,365,898 + 322,021 
State Reserve Life..... 1,177,708 + 138,741 
an ADR BEG. |. o000:0:0:0's 18,157,807 41,246,427 
Wisconsin Life ........ 5,283,604 + 416,794 

1Including $100,000 contingency reserve. 
2Life department only. 8Life only; 


Change Prem. Total Benefits Total 
Surplus to New Bus. Ins. in Force in Ins. Income Income Paid Disburs. 
— a Dec. - 1937 In Force 1937 1937 1937 1937 
$ $ 
1,433,466! 11,717,175 80,084,313 + 2,416,142 1,851,554 2,656,448 729,880 1,616,978 
2,237,192 12,812,855 132,720,518 +5,088,655 24,512,111 7,245,743 2,198,549 4,213,712 
2,000,121 19,245,383 123,390,103 +6,957,101 3,308,029 4,584,729 1,840,103 2,979,774 
214,812 1,258,357 4,199,431 + 687,229 128,836 172,687 21,281 116,751 
1,000,000 10,236,000 28,297,522 + 4,186,433 815,134 1,028,573 183,268 672,911 
258,208 2,540,890 12,607,695 + 595,613 316,047 591,413 94,191 384,674 
227,099 4,451,155 35,576,372 + 451,979 851,306 1,226,570 437,204 788,126 
525,000 4,250,789 21,628,731 + 1,212,048 476,174 3735,154 291,437 4561,507 
2,601,567 32,832,724 212,687,652 +8,995,988 6,723,461 9,349,945 3,409,532 65,719,260 
370,361 5,589,429 48,049,070 + 2,743,576 1,390,520 2,186,118 670,408 1,306,666 
5,547,314 73,823,541 418,536,825 + 23,897,810 9,970,796 14,212,112 5,270,551 9,231,654 
2,589,458 24,211,195 182,368,944 +5,199,953 5,718,524 8,349,731 3,158,387 6,892,042 
252,715 3,334,700 13,356,821 +1,271,652 378,280 464,224 117,537 297,493 
379,263 1,890,416 14,437,619 + 190,324 337,171 515,432 223,178 397,096 
314,034 4,830,570 22,892,574 + 2,084,656 564,608 705,901 126,746 400,492 
200,261 2,284,774 10,735,582 +1,135,388 224,898 284,138 59,442 161,125 
3,002,650 22,849,934 121,502,242 +5,200,743 2,877,882 3,752,895 655,653 2, 530, 853 
272,098 2,175,359 24,196,764 +1,027,924 706,122 1,063,785 364,816 667,121 
accident $31,754. 4Life only; accident $36,640. 





National Life of Vermont 
Approves Employe Plan 





Pension Idea to Further Old Ay, 
Security—Renewable Term Ip. 
surance Offered 





MONTPELIER, VT.—President £) 
S. Brigham of the National Life an 7 
nounces that the directors approved ;/ 
plan whereby full-time permanent hon 
office employes will be offered an oppor. 
tunity to participate in a pension an( 
insurance plan. 

The pension plan, in effect, constitute 
a convenient extension, for the bette 
protection of old age security, of bene 
provided by the federal security act. 


Contributory Pension Plan 


Every full-time permanent employe! 
employed at least one year, who ha 
attained age 30 but not age 65, may par. ~ 
ticipate in the contributory pension p| 
Out of salary deductions the company 
will first pay any tax required for th! 
benefit of an employe under the socid 
security act or which it may later 
required to pay from an employe’s salary) 
to government under any similar lay 
or laws. Any balance of the deducti 
will be called a deposit and credited 
each employe in a special account. Su 
deposits will be accumulated at interes! 
at the rate earned by the company 
its general funds. For each employe, 
joining the plan an additional fund w 
be set aside to be accumulated at i 
terest. 


Renewable Term Insurance 


Under the supplemental insurance plan 
employes may secure renewable term in 


employe’s annual salary. 
which will increase annually with age” 
will be on a semi-monthly basis, pre)” 
miums deducted from salary payment” 
The combined contributory pension an 
insurance plan is voluntary. : 








plans for 1938 call for conservative e 
pansion of sales activities with the ope 
ing of additional general agencies i 
the middle west and southwest. 

The annual meeting was the first ing 





was applied during 1937 to reduce lien 
against policies of the old Missouw 
State Life. This reduction makes a fo 
tal of $12,005,936 made available for th 
purpose of lien reduction. 
figure includes:  $1,138,46 to reduc 
liens: $19,806 applied to reduce lien 


in cash during 1937 from earnings upo 
waiver of liens on death claims. 

The reduction for 1937 amounted | 
about 7% percent of the principal lien 
now outstanding. From 1933 to an 
including the 1937 reduction, a total re 
duction of $37 per $100 has been mad 
on the original liens. 





Statement of T. H. Young’s Plan 


Tue NATIONAL UNDERWRITER regret 
having published the statement, basel! 
on misinformation, that T. H. Young 
formerly agency executive Yeomen Mu 
tnual Life, intends to go to Peoria, II 
to be associated with an architect. Mr: 
Young states that he has no intentic 
of engaging in such an endeavor He 
now in the east. 





Cramer Fort Wayne Speaker 


Herbert Cramer, South Bend, Ind 
general agent Northwestern Mutual Lif)” 
in northern Indiana, spoke at a meetin 
of managers and general agents in For 
Wayne, Ind., 
Salesman,” 
sion. V. J. Harrold, Lincoln Nation 


Life, is chairman of the Fort Waynt) 
general agents’ group and presided ai” 
the meeting. a 
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43 ANNUAL 
STATEMENT 


as of December 31, 1937 


KANSAS CITY LIFE 


INSURANCE COMPANY 











1895 KANSAS CITY, MISSOURI 1938 
RESOURCES 
os acne adeinheds La e kee $ 946,659.51 
Bonds— 
OES LILLE LE Te 32,157,398.24 
State, County, Municipal and School................ 12,397,520.30 
Railroad, Public Utility and Others .................. 294,301.70 
First Mortgage Real Estate Loans— 
ed a ves 44s be PRS ee ES 11,026,322.14 
a I hic segs a eats sees as beeen bee 9,397,319.65 
I oe ii bai hides 40 eG Se AOS ERS 20 426,107.51 
(Secured by Legal Reserve) 
in wading sce ORS AH REE 182,262.38 
Accrued Interest on Investments.......................000. 1,532,154.51 
Contracts of Sale of Real Betate....... 2... 5. ccc cc cuces. 464,553.26 
PO FG Ceo once kk Seite inne see cena cence abate 8,195,894.12 
Se eS oe... ewes on aees eden 4,049,339.53 
iis d's sine bed had ane ae need dawnns 1,427,421.83 
Net Premiums deferred and in course of collection......... 2,745,215.85 
(Secured by Legal Reserve on Policies) 
Total Net Admitted Assets... .. 2... icici cccsciess $105,242,470.53 
LIABILITIES 
sn caw yee Lar a vee io ae $ 94,734,162.47 
(Present Value of Every Policy Obligation) 
Ce oka oo oc wenn hook 4 hoe aae sear eeees NONE 
Incoemploted Polley Camiaes <ciccc cee ec cc ec cee weesnsnteen 532,586.49 


(Claims incurred on which proofs have not been filed 
or completed) 





Interest and Premiums Paid in Advance.................... 746,362.52 

Set Aside for Taxes Payable in 1938.....................045. 275,000.00 

Cr FE io is a sone 00 6 AIEEE 64,864.02 

Surplus Assigned to Participating Policies...... $ 977,271.73 

Surplus Assigned for Depreciation of Assets..... 750,000.00 

ee WIN + o'v- ats wise ceneeesaeende A 6, 162,223.30 

ee Ry ee ee ee ee 1,000,000.00 

Total Surplus for Protection of Policyholders............... 8,889,495.03 
Eo nb os vos oh hae te eae $105,242,470.53 

Increase in Assets in 1937...................--. $ 4,712,184.89 

Increase of Insurance in Force in 1937....... 10,828,530.00 

Total Payments to Policyholders in 1937.... 9,260,450.06 

Total Insurance in Force........................ $446,530,497.00 


HOME OFFICE 
3520 BROADWAY KANSAS CITY, MO. 
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State Competition 
Prime Savings Bank 
Insurance Bane 





(CONTINUED FROM PAGE 1) 


Savings bank life insurance is intended 
primarily to help those in the low in- 
come groups and it is precisely these 
people who are least likely to appreci- 
ate the fact that not a dollar of their 
savings banks’ funds stands back of the 
life insurance the bank is offering to 
them. 

Few persons having sufficient sense 
of responsibility to feel the need of 
owning life insurance would be _ so 
speculative as to buy from a new, un- 
tried company having total resources of 
$25,000, plus whatever few premiums had 
been paid in by other trusting souls. If 
it were not for the prestige of the sav- 
ings banks the scheme would not have 
the chance for even the meager degree 
of success it has had in Massachusetts. 
Yet if an early run of bad mortality 
were to result in more death claims 
than the guarantee fund and other re- 
serves could stand, the savings bank 
whose prestige had caused the policy- 
holders to buy its insurance would be 
legally barred from helping its insur- 
ance department even to the extent of a 
thin dime. The bank’s trustees, of 
course, could, if they were willing and 
able, dig down in their own pockets 
and make good the deficiency. Or they 
might even get other public spirited 
citizens to help out. 


Might Drag Bank Down 


Even if every bank lobby were plas- 
tered with posters pointing out that not 
a dollar of the bank’s assets or surplus 
was behind the insurance department it 
would probably be impossible to get 
policyholders to appreciate this. What 
many fear is that if the insurance de- 
partment of a bank should fail it would 
drag the bank down with it. 

They argue that since it is impossible 
to get people to realize that the insur- 
ance department is weak financially de- 
spite the bank’s strength, it would be 
equally impossible to convince policy- 
holders and depositors that the bank 
could meet its own obligations even if 
its insurance department folded up. If 
an insurance division were to fail it 
might well result in a run on the bank 
that would cause the institution to close 
its doors for good. 


“Permissive” Means Little 


While the Livingston bill authorizing 
mutual savings banks to open life in- 
surance departments is merely permis- 
sive and not compulsory, no one seems 
to have any doubt that savings bank 
life insurance would inevitably follow 
passage of the bill. In order to save 
their own faces and not let Governor 
Lehman down, the present backers of 
the bill would undoubtedly raise the 
first $25,000 themselves and sell some 
savings bank the idea of putting in an 
insurance department. From then on 





it would be merely a question of time 
until the force of competition caused 
other banks to open insurance depart- 
ments. 





Group Disability 
Provisions Are 
Being Liberalized 


(CONTINUED FROM PAGE 1) 


Equitable, will necessitate the establish- 
ment of larger reserves for actual and 
potential claims which will increase the 
cost. The Equitable feels that the ex- 
tension of benefit at the present time is 
unwarranted and contrary to the funda- 
mental principles of group insurance. 

Under the present extended term pro- 
vision the employer can pay premiums 
for an indefinite period while the em- 
ploye is disabled and the one year ex- 
tended provision applies only for the 
time the employer ceases to pay the 
premium, 

Under the new plan the disability 
waiver is continued and the contract 
kept in force even after the master con- 
tract is terminated. 

Previous to 1932 group contracts pro- 
vided for payment of the face amourt 
of the policy in case of disability in 
instalments over a period of a year. 
Later this was changed to 39 monthly 
instalments so as to make the amount 
low enough to discourage fake claims, 
the experience on the early clause hav- 
ing been poor. 

Some of the companies are now ex- 
tending insurance protection under the 
group contract to include the 31-day 
period permitted for conversion to some 
other form of coverage in case the em- 
ploye leaves the company to which the 
master group contract is issued. 








E. Frank Andrews Leader 


E. F. Andrews, a member of the 
Greensboro, N. C., agency of the Jef- 
ferson Standard Life, led the entire 
sales force of 1,000 agents in volume of 
new business written in 1937. His total 
was more than $500,000. Mr. Andrews 
also established an excellent record as 
to conservation, his renewal rate being 
80 percent. 

Mr. Andrews joined the company 
Jan. 1, 1935, and in the past three years 
he has set a record by writing $1,180,- 
000 of new insurance. Prior to joining 
the Jefferson Standard, Mr. Andrews 
was with the Federal Land Bank of Co- 
lumbia, S. C., and before that he was 
with the first United Bank & Trust 
Company, as assistant cashier of the 
Greensboro unit and as cashier of the 
unit at Sanford. 





Limit Policy Loan Interest 


Limitation of policy loan interest to a 
company’s average interest earnings on 
all investments and in no event to ex- 
ceed 4 percent is proposed in a bill in- 
troduced in the New York legislature 
by Assemblyman Gitelson. 








Treasurer of Illinois 


Bankers Life Is Dead 








GEORGE F. RAMER 


George F. Ramer, for the last five 
years treasurer of the Illinois Bankers 
Life of Monmouth, IIl., died in the Pres- 
byterian Hospital, Chicago, from hemor- 
rhages resulting from gastric ulcers, fol- 
lowing an acute illness of less than a 
week. He had been a resident of Chi- 
cago for 32 years, and resided at 10401 
South Hamilton avenue, in Beverly Hills. 
He was 61 years of age. 

Mr. Ramer had for many years been 
active in the accounting and investment 
business, heading his own firm, George 
F,. Ramer & Co., and in his connection 
with the Illinois Bankers Life devoted 
his attention chiefly to that department. 
He was also treasurer and a director of 
the Trust Company of Chicago. 

He was for many years an elder and 
clerk of session of the Sixth United Pres- 
byterian Church at 62nd street and 
Woodlawn avenue, and also the superin- 
tendent of the Sabbath School. He was 
a member of the board of education of 
the United Presbyterian Church, and 
during the past year was elected treas- 
urer of that board. 

Mr. Ramer was born in Walton, Ind. 
He was married to Gertrude P. Pearson, 
who survives him, together with two 
daughters, Mrs. Carol Ramer O’Meara 
and Miss Eleanor G. Ramer. William 
H. Ramer, a brother, of Walton, also 
survives. 

Funeral services were held in the Sixth 
United Presbyterian Church, Chicago, 
and interment made at Walton. 





The mother of Ralph and Ira Fischer, 
agency managers for Bankers Life of 
Iowa at Kansas City and St. Louis, 
respectively, died at her home in St. 
Louis of pneumonia. 








FEW CHANGES MADE IN DIVIDENDS FOR THE COMING YEAR 


Year 

Begins 
ro | eee St. Louis Mutual.......... 
January 1...... I | 5 bocce shen dne cites 
ON AAS Security Life & Trust..... 
January 1...... Security Mutual, Neb...... 
SST: Security Mutual, N. Y..... 
February 1....Service Life, Neb......... 
January 1...... BRBMENGORD. 4.5.5 60:0 555500 
January 1...... J 8. ere eee 


senuary 1... 0». 
January 1...... 


January 1.....0. Teachers Ins. & Ann...... 
January 1...... WOION SCOBEIRl s 650s acev ens 
SARBURTY 2......0.0 ES OS eee 
-; |) a Union Mutual, Me......... 
October 13..... mited Tate, TaN. ...<0..60. 
SS ee ebater Tits... 2 ee...» 
ee ee ee West Coast Life.......... 
November 5...Western American........ 
ft ee Yeomen Mutual........... 


ott the 1937 scale 
ee 1937 scale 


Soe? 1937 scale 
ee ae 1937 scale 
bb4 eM Increased 
erecauege 1937 scale 
Saoee 1937 scale 


State: Tate, Ines ..'.036 oe 
State BUtUsl, 6.10, 285 cscs 


BOO Disease eau Sun Life, Can:.).\..%.% 0023s 


(CONTINUED FROM PAGE 2) 


AS ys: 1937 scale 


continued 


73.25 percent if payable other than annually. 


Present scale effective to March 31, 1938.......... 
2087 SCRIS CONTINUES. 6.5 0:5-0cccess cece 
2957. Schle COntiINGe ....06o00ccsccce ce 
1937 scale continued to March 1, 193 
eae Present scale effective to April 30, 1938........... 
ORONO Ss soccer chek ets ete 
WSURRUNTRUOIN <b 050 5-0 Wie 0%p Ce 6-05 
TENE sa, ote } che ermope <0.040 
COMUEIMGOT., SF isce 6.5 ois-0 dictole oleree 
VA sas 0.006 9:0 verse tone 


Bomle OxPected . 2... 0: cccvee 


Bicnisists:ccokatinihe's 


eo ee reece scere 


PEATE ER pices :% 6% 5010p e040 
2OBT BORIC COMMMUCGS » ous 60565 vn00 00% 
Present scale effective to June 30, 1938............ 
1936-37 scale continued.............. 
90287 @enle continued . 6 cj . dics Hobo cccce F 
Present scale effective to May 31, 1938............. 3.5 
See atens 1936-37 scale continued 3.5 
January 1....5% SR oe re ar re Se nS a ee eee er 


Interest on Interest on 
Dividend Policy Proceeds 


Accumu- With- Non-with- 

lations drawable drawable 

Percent Percent Percent 
ied ein a ae ‘4.5 45 


co 


‘ 2.5 Guar. rate 
Guar nteed rate 
Seka eerie aster ereiais 3.5 3.5 


ae 








——<—— 
Advance Premium Funds Presid 
7 
Held Not to Be Reserves New | 
WASHINGTON, D._ C.—Advanel Anne 
premium funds of the Interstate Re. f 
serve Life of Illinois do not constitut Bust 
reserve funds within the meaning 7 
Section 202 (B) of the revenue act of ment 
1932 and are not exempt from tax, unde 
decision of the United States Board i 
Tax Appeals. The company, accor) ST. F 
ingly, was held liable for a deficiency) ging thi 
in income tax of $411 for 1932. Inter. seventual 
state Reserve is one of the so-calle) sbudget ' 
1893 assessment act companies in Ill.) ¥presider 
nois. 9200 offic 
It was explained in the board’s de! 4 five-day 
cision that in 1930 the company adoptej) “these t 
a plan of permitting policyholders tj) ¥ normal 
make premium payments in advance) = States. 
such payments being held in a separat Due 
fund. In its 1932 return, the compan) come r¢ 
claimed a deduction for such funds a) the con 
comprising part of the “reserve fund) investm 
required by law,” the claim being dis.) those 0! 
allowed by the commissioner of interna) ment b« 
revenue. represe! 
The board held that the deposits) ments : 
under consideration were not reservei|) have al: 
for the protection of the insurance bu tial. H 
merely constituted a “solvency reserv tion wil 
“We think Section 202 (b) does not) % square 
change or broaden the scope of ‘reserve Muni 
funds required by law’ when used in = ment 
connection with assessment insurance”) ™ bonds 
the decision commented. “In view of % Higher 
the fact that premium payments are © essentia 
the basic source of insurance reserves’ ~ cluding 
excepting in assessment insurance, it™) be met 
would seem that Section 202 (b) was) the life 
meant merely to provide equality of) Mr. Ai 
treatment of assessment insurance by ~ right.” 
including within the meaning of ‘re ) In to 
serve funds required by law’ funds ™ Mr. Ai 


raised by assessment as well as from’ slow a 





premium payments.” over lit 
wait a 

: " conditic 

Bankers Life of Iowa Holds ~The 
~ outline 


Final School in Phoenix 








in the 

me expects 

The annual series of schools of in- 7 multipl 
struction for members of Bankers Life ~ surance 
of Iowa honor clubs ended this week — in fina 
with a meeting of the far western ~ Mr, 


“Regionnaces” in Phoenix. The first 2 strikes 
of the schools was held in Washington 7 during 

















and was followed by the President's ~ ness re 
Premier Club School in New York 4% In 1 
the meeting of the middlewestern ~ exceed 
group at Edgewater Park, Miss., and 7 of 6.8 5 
the final school in Phoenix. "| that th 
The assembly of the Presidents ~ about : 
Premier ‘Club School was the 10th anni- ~~ $477,00 
versary meeting of the honor group. J. ~ ten las 
H. Rowe, Chicago, and W. B. Mahaffa, 7 and th 
Des Moines, were given special recog- five ye 
nition because of their perfect ten-year — Wall 
records of membership. President G. 5. dent, s 
Nollen called to their feet the 19 other is goo 
members of this year’s school who weft ~ recessi 
also charter members of the club. |) compa: 
President Nollen presented the 1938/7 fact ty 
officers and speeches were made by Reo 
President Nollen, Vice-president W. W. said tl 
Jaeger, Clarence Axman, editor ‘“East- compa 
ern Underwriter”, and Felix Coste, ad- to tal 
vertising man. throug 
Approximately 450 attended the) hotels 
Regionnace Schools of Instruction | gooq p 
Speakers included President Nolle, >  ~ O¢p, 
Vice-president Jaeger, Vice-president F 7 ferenc, 
and Actuary E. M. McConney, Genera F 7  chairm 
Counsel J. P. Lorentzen, Director of F- and W 
Agencies W. F. Winterble, Superin F 
tendent of Agencies M. E. Lewis, As 
sistant Superintendent of Agencies Bet 
Williams, and A. R. Jaqua, associate 
editor Diamond Life Bulletin. 
Award Mutual Trust Trophies 
Announcement is made by the Mutual 
Trust Life of the awarding of the presi- 
dent’s trophies for the fourth quarter o 
1937. The George A. Hatzes agency 0 
Manchester, N. H., captured the trophy 
in the group A class with 121 percent 0! 
its quota; in group B, the winner was 
the M. O. Solberg agency, Eau Claire, 
Wis., 214 percent of quota; group © 
Leonard Chapman agency, Park Rivet, claim 


N. D., 189 percent. 
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President Aiken Reports on 
New York Life’s Progress 














Announces 6.8 Percent New 
Business Gain, Reviews Invest- 
ment Situation at St. Petersburg 










ing 





ST. PETERSBURG, FLA.—Predict- 
that government spending will 


eventually decrease and the _ federal 


|) Sbudget will be balanced, Alfred L. Aiken, 


















president New York Life, told nearly 
900 officials and agency directors at the 
five-day annual conference here, that 
these things must take place before 
normal times will return to the United 





"States. 





Due to government regulations, in- 


‘come returns are low, but nevertheless, 








as tion will be clarified. 
» square deal in this connection,” he said. 


"ment over recent years, 


the company’s earnings for 1937 on its 


investments were only 1 percent below 
"> those of 1936, said Mr. Aiken. 
: ment bonds and other federal securities 


Govern- 


represent the soundest possible invest- 
ments and added that utility securities 
have also proved exceptionally substan- 
tial. He believes that the utility situa- 
“We look for a 


Municipal bonds are showing improve- 
but railroad 
bonds are “a _ perplexing problem.” 
Higher rates for the railroads are an 
essential, he said, if increased costs, in- 
cluding higher wages and taxes, are to 
be met. “The railroads are essential to 
the life and prosperity of this country,” 
Mr. Aiken declared, “and will be set 


ee right.” 



























In touching on the real estate outlook, 
Mr. Aiken stated that the market is still 
slow and the company is able to turn 
over little property. “All we can do is 
wait and keep our holdings in good 
condition.” 

The housing program, as currently 
outlined, will not play an important part 
in the insurance world, he said. He 


expects to see a great increase in the 
~ multiple-type dwellings and that the in- 
» surance companies will do a good deal 
- in financing them. 


Mr, Aiken stated that floods and 


: strikes offered the greatest difficulties 
) during the past year and not the busi- 
» ness recession. 


In 1937 all the 127 agency divisions 
exceeded their quotas with a total gain 
of 6.8 percent. President Aiken reported 


' that the New York Life assets increased 


about $150,000,000 during 1937 and that 
$477,000,000 of new business was writ- 
ten last year, an increase of $26,000,000, 
and the second largest total in the last 
five years. 

Walker Buckner, executive vice-presi- 


~ dent, said the outlook for the new year 


is good and that the present business 
recession will not greatly affect the 
company, although it was felt during the 
last two months of 1937. 

George Van Schaick, vice-president, 
Said the depression had compelled the 
company to set up a real estate division 
to take care of properties acquired 
through defaults. Among these are eight 
hotels which are, in most cases, paying 
good profits. 

Other executives attending the con- 
ference were: Thomas A. Buckner, 
chairman of the board; W. H. Danforth 
and Willard King, directors; Vice-Presi- 
dents Arthur Hunter, Charles Lang- 
muir, Griffin Lovelace, Fred L. Wickett 
and L. Seton Lindsay. Dr. Robert F. 
Fraser, chief medical director, was 
Present. 


Claim Men Hear Morrison 

BOSTON—Legal phases of coverage 
were discussed by John Morrison, Bos- 
ton insurance counsel, at the monthly 
meeting of the Boston Life & Accident 
Claim Association. The speaker at the 
February meeting will be J. A. Blanch- 
field, superintendent life claim depart- 
ment Aetna Life at the home office, and 
in March G. M. Day, assistant manager 
claim department Connecticut General. 








RECORDS 


Canada Life—New 1937 paid business, 
including revivals and increases, 
amounted to $69,431,228, a gain of $12,- 
394,821 or 21.7 percent. This improve- 
ment was shared by every country in 
which the company operates. 

Business in force now stands at $819,- 
385,545, an increase of $5,253,893. Direct 
written business shows an increase in 
volume in force of over $10,250,000. The 
ratio of preventable terminations to 
business in force is the lowest since 
1920, having decreased $3,500,000 from 
1936 in spite of substantially greater 
business. 

Bankers Life, Neb.—lIssued and re- 
vived business in 1937 totaled $15,513,- 
000, compared with $13,697,000 in 1936. 
year closed with $124,314,000 in force, an 
increase of $1,153,000. Death claims in- 
creased from $691,526 in 1936 to $880,- 
000 in 1937. Cash payments to living 
policyholders totaled $3,409,000. 

Columbian National Life—Paid for 
$26,451,960 business in 1937, a substan- 
tial increase over 1936. In 1937 Colum- 
bian National life insurance in force 
gained $10,791,101. This gain brought 
the company’s total volume in force to 
over $174,000,000. 

The average size policy issued during 
the past year hit a new high—$3,684. 
This figure compares with an average 
size of $3,511 in 1936, and of $2,869 in 
1935. The Columbian National’s Min- 
ute Man policy averaged more than 
$7,000 in size, and next to the ordinary 
life plan, it is the Columbian National’s 
biggest seller by a wide margin. The 
new family finance plan gained imme- 
diate acceptance and is growing rap- 
idly in popularity. 

Mortality demonstrated a downward 
trend during 1937. It dropped to 64.7 
or 5.1 points below 1936. The improve- 
ment in lapses, begun several years ago, 
is continuing very satisfactorily. 

The accident and health department’s 
premiums increased more than 10 per- 
cent. 








Boney Issues Regulations on 
Nerth Carolina Licensing 





Regulations and definitions effective 
April 1 relating to agents’ licenses were 
issued by the North Carolina insurance 
department. Special agents’ licenses may 
be issued to residents or nonresidents 
of North Carolina who will be consid- 
ered contact representatives of their 
companies’ home offices and shall not 
be authorized to solicit any type of in- 
surance coverage. However, they will 
be permitted to assist general or local 
agents in soliciting risks when accom- 
panied by a general or local agent. It 
follows, Commissioner Boney stated, 
that such agents shall be salaried em- 
ployes and no part of their compensa- 
tion shall be by way of commission. 

This type of license will be issued 
only to representatives of fire and cas- 
ualty companies. No special agent will 
be licensed to represent a company con- 
fining its writings to life insurance, al- 
though a life company with a casualty 
division may appoint special agents to 
represent such division. 

General agents’ licenses can be issued 
only to bona fide residents of the state. 
The holder will be considered as having 
authority to appoint local agents and to 
solicit insurance. District managers 
and/or superintendents having authority 
to name or appoint soliciting agents 
shall be deemed general agents for li- 
censing purposes, Mr. Boney stated. 

Local agents’ licenses, permitting gen- 
eral soliciting under North Carolina 
statutes, can be issued only to bona fide 
residents of the state. An organizer’s 
license may be issued to residents or non- 
residents of the state. This type of li- 
cense permits the holder to solicit in- 
surance. It will be issued only tol rep- 
resentatives of fraternal organizations. > 








“You will note,” Mr. Boney said, “that 





this department considers district man- 
agers and superintendents as_ general 
agents, as defined above. Life com- 
panies which have heretofore obtained 
special agents’ licenses for district man- 
agers and superintendents will hereafter 
be required to obtain general agents’ 
licenses for such representatives.” He 
requires that applications for licenses be 
filed in accordance with the new reg- 
ulations. 





Conway Speaks in St. Louis 

ST. LOUIS—Paul H. Conway, John 
Hancock Mutual Life, Albany, N. Y., 
chairman of the committee on coopera- 
tion with trust officers of the National 
Association of Life Underwriters, will 
speak Jan. 21 before a joint meeting of 
life agents and trust officers sponsored 
by the General Agents & Managers As- 
sociation, Life Underwriters Associa- 
tion, C. L. U. chapter and trust officers 
of St. Louis banks. 





Iowa Commissioner Resigns 


to Enter Casualty Feld 


NEW YORK—Ray Murphy, insur- 
ance commissioner of Iowa and past 
national commander of the American 
Legion, has accepted the post of assist- 
ant general manager of Association of 
Casualty & Surety Executives. He has 
reseigned as commissioner and will take 
his new position about Feb. 15. 

Mr. Murphy will assist in the execu- 
tive responsibilities of the association 
and will also do public relations work 
in the field. 

Mr. Murphy has been Iowa commis- 
sioner since 1935. He was granted a 
leave of absence while he was head of 
the Legion. 








“Production Record” helps agents pro- 
duce. Good for year. Trial copy 10 cents. 
Charles W. Eakeley, 79 Washington, East 
Orange, N. J. 















































TANGLED LIVES 


Circumstance, rather than lack of affection, populates 


those institutions devoted to the care of little children. 


Mothers send their children away only when they are 


unable to care for them for lack of money. Such mothers 


almost invariably are widows— 


Widows of men who neglected to protect their fami- 


lies with needed insurance on their own lives. 


Warn fathers of this danger! 





Company of Amerira 


EDWARD D. DUFFIELD, President Home Office, NEWARK, N. } 
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Termed Safest Contract 


Eleven Extra Benefits in Life Contract Are Outlined 
by Manager Schwemm of Great-West Life at Chicago 





Eleven great benefits that are wrapped 
up in a life insurance policy in addition 
to protection against premature death 
were explained by Earl M. Schwemm, 
Chicago manager of the Great West 
Life, at a meeting of the Life Agency 
Supervisors Club there. These benefits 
he took to be: (1) A bond as good or 
better than any bond ever placed on an 
investment counter; (2) the most power- 
ful thrift plan ever devised; (3) guaran- 
tee of a child’s education; (4) a con- 
servative, depression-proof investment; 
(5) a highly speculative investment that 
is the safest of all speculations, in which 
the policyholder cannot lose—mortality; 
(6) an accident and health feature, the 
premium waiver provision; (7) a perfect 
hedge against inflation; (8) an automatic 
guaranteed self-pension plan; (9) a tax 
privileged method of accumulation; (10) 
an unbreakable will; (11) a perfect trust 
agreement instrument. 

In every life insurance contract, Mr. 
Schwemm said, is an immediate estate 





for the family. Mr. Schwemm held that 
the life policy is tangible property, the 
most tangible of any that a man could 
hold, for experience has shown that it 
will be there functioning when almost 
every other kind may be gone. It is not 
intangible, which for many years it has 
been presented by many life insurance 
educators and agents as being. 

“T am certain,’ Mr. Schwemm said, 
“that one of the reasons the public does 
not realize what wonderful merchandise 
we have to sell, and the reason we do 
not make many sales is because of our 
mental attitude—because many think 
that we are selling something intangible. 
Until we realize ourselves what we have 
to offer the public, they will never ap- 
preciate the fine piece of merchandise 
that we have to give them through life 
insurance. 

“Tf we could classify ourselves as mer- 
chants rather than professional men in 
this business, we would probably get a 
clearer picture of the product we have 
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to sell. If we are merchants we must 
have something to selli—and the thing 
we have to sell is money to be delivered 
at a future date either for the dependents 
of the assured in case of his premature 
death, or to the assured should he reach 
retirement. 


Most Desirable 
Bond Ever Devised 


Mr. Schwemm took up each benefit 
that he outlined, analyzing it in detail. 
The bond in a life contract is purchased 
for any maturity date five to 50 years 
hence, on instalments with payments as 
low as 3 percent to 4 percent; no inter- 
est or carrying charges on unpaid bal- 
ance; absolute pro rata title to all values 
as rapidly as they are paid for; non- 
callable yet with stipulated purchase 
price; interest earnings compounded 
automatically; 30 days’ extension with- 
out interest; definite known value at ma- 
turity; no taxes during the purchase 
period; no need to convert into cash at 
maturity or to reinvest; unpaid instal- 
ments canceled at death. 

In the thrift plan there is a definite 
amount deposited for a definite date, 
semi-compulsory, with a penalty for 
termination, tied up with future welfare 
of wife and family; ‘first deposit builds 
a definite estate for family, establishes 
thrift for a lifetime, not a day. Death 
cannot destroy the ultimate goal. The 
policyholder cannot tear down part of 
the saving without tearing down the 
whole of it, therefore is more careful 
about unnecessary withdrawals. 


Flexible Arrangement 
for Child’s Education 


The child’s educational guarantee in 
case of policyholder’s death applies the 
sum needed, not the amount actually 
paid; gives a scientific, definite saving 
plan, provides separate depository for 
college expenses, not connected with 
other money; may be disbursed over a 
four-year period on monthly basis secur- 
ing money each month, while with other 
funds the money might be lost during 
the college period. This may be added 
to assured’s retirement income plan if 
not needed for educational purposes. It 
guarantees that neither ill-health nor un- 
timely death will cheat the child. 

Investment features provide an invest- 
ment of the highest degree of safety 
and solvency during disaster and depres- 
sion, able to be liquidated for the equi- 
ties, no matter what the economic con- 
ditions; an investment with a perfect 
safety record, with a collateral value of 
the best form in times of distress, guar- 
anteed to be worth most when most 
needed; not requiring personal manage- 
ment; a tax privileged item and not a 
taxable item; maturity date can coincide 
with future needs for cash; can be con- 
verted into a definite guaranteed life in- 
come, stating exactly what it would be 
worth on date of assured’s death. 


Guaranteed Speculation 
Feature Is Attractive 


As for the speculative feature, the in- 
sured’s death early in the life of the con- 
tract can return to the family far in 
excess of what will be possible in the 
most glittering of speculations, Mr. 
Schwemm said. In the first year, the 
return would be 5,000 percent on the in- 
vestment; second year, 2,500 percent; 
fifth year, 1,000 percent; 10th year, 500 
percent. Yet even this highly specula- 
tive return is guaranteed if death occurs 
as indicated. 

Mr. Schwemm said few people realize 
how valuable is the waiver of premium 
clause. If the assured pays premiums 
each year for five years and then is 
totally and permanently disabled, the 
company thereafter will pay premiums 
which represent a return of 20 percent 
annually on the investment. If he is 
disabled at the end of 10 years, the re- 
turn would be 10 percent annually, and 
if disabled at the end of 20 years, 5 per- 
cent a year. In case of disability, fre- 
quently earned income ceases but family 
expenses and costs for the care of dis- 
abled persons continue, but the waiver 











be continued throughout total an; 
permanent disability at no further ¢, 
pense to the owner. 

The life insurance policy is a perfey 
hedge against inflation, he said. Infa. 
tion means rising cost of living, cheape 
dollars. The problem is to meet thi 
increasing cost. If the policyholder r. 
mains alive, his salary will increase a. 
cordingly, but if he dies how will th 
family manage on the money left be. 
hind? Who will increase the pay 4 
the widow and children? 

“With rising costs, the average man 
needs more estate capital, at once,” Mr 
Schwemm said. ‘The only way he ca 
get it or acquire it at once is by the 
magic of life insurance. 
tims of inflation are the wives and chi 
dren of the man who neglects to loo 
after their interests and to increase hi 
estate capital to the needed point. The 
best hedge against inflation is more in. 
surance.” 


Self-Pension Feature 
One of Best Points 





The automatic guaranteed self-pensio 
plan provides value at retirement def.) 


from year to year with additional in-| 
surance; tied in with protection to the - 


excess earnings. Income will continu 
from retirement until death. 4 
Five features relating to the tax priv- 


taxation, accumulated dividends 


ficiary, free from state taxes and free 


ary available to no other kind of estates; 
optional settlements may be used (with 
the exception of interest) free from taxa- 
tion, except as to excess paid over prin- | 
cipal estate. If cash value is converted 
into an annuity, then only 3 percent of 
purchase price of annuity must be re- 
ported as income tax. 


Illustration of Tax 
Exemption Is Given 


So a man could deposit $80,000, and 
if married he would have to pay no in- 
come tax on it provided it is his only 
investment, as 3 percent of the $80,000 
is $2,400, or less than the exemption of 
a married man. This applies to the 
United States, but Mr. Schwemm says 
he understands the Canadian regulation 
also gives tax privileges to this method. 
To buy life insurance is to go as far as 
any man can go in reducing the effects 
of serious taxation upon his investment. 

A life policy may become an unbreak- 
able will, through the settlement option 
privileges, the proceeds passing to desig- 
nated heirs immediately in liquid form 
without handling by lawyers, executors 
or other people. Mr. Schwemm said it 


The real vic 


nitely known in advance, an investment” 
that automatically liquidates for cash," 
peace of mind due to the man looking” 
forward with absolute confidence to the” 
day of his retirement; may be increased” 










family which will insure the plan will” 
be followed faithfully; tax advantages ” 
in the annuity form of income; minimum 7 
pension is assured, with an extra from” 





from federal income tax; principal estate © 
has an exemption of $40,000 for federal : 
estate tax purposes to a named benefici- 4 
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is the safest, surest, most certain way 
that a man can know that certain sums 
after his death actually will be received 
by those for whom he had intended 
them. 


Trust Agreement Gives 
Great Many Advantages 


Finally, the perfect trust agreement 
guarantees a definite amount for a speci- 
fied period, either for a° year or two, 
or up to a lifetime; a trust agreement 
which can provide for emergencies; 
which does not permit relatives to bor- 
row against it or attachments to be 
made on it, nor advance withdrawals, 
and free from creditors’ claims; which 
prevents deterioration because of shift- 
ing investment requirements; principal 
does not rest on safety of any given 
bleck of investments as life insurance 
trusts are as safe as life insurance it- 
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Es 
allowing a man to determine the rate at 
yhich principal shall be used to supple- 
ment income; will guarantee income to 
he entire lifetime of this and the next 
eneration. 

“Test the realm of finance,’ Mr. 
Schwemm concluded, “and you cannot 
find an instrument drawn for the trus- 
tee and care of the estate which contains 
the same guarantees covering the same 
service for the same length of time as 
{I @ are embodied in the life insurance policy. 
The same dollar that buys life insurance 
protection buys these 11 other tangible 
items. The same company that admin- 
isters one administers the others—ad- 
ministered by the finest institution that 
was ever devised by men.” 





Equitable of Iowa Reports 
25 Agencies Over $1,000,000 





Twenty-five agencies of the Equitable 
Life of Iowa exceeded the million mark 
in paid business last year, of which all 
but four had substantial gains in volume. 
Five agencies paid for more than $2,000,- 
000 each and 13 exceeded $1,500,000. The 
leading agency was that of R. G. Lauer, 
general agent at Williamsport, Pa., with 
$2,510,849. Mr. Lauer has been general 
agent of the Equitable of Iowa for 19 
years. 

Griffin, Ingram & Pfaff, Chicago, was 
second, with $2,401,076. General Agents 
Dwight Ingram and A. C. Pfaff have been 
high in the agency production roster for 
a number of years. The P. B. Rice 
ie) agency, Harrisburg, Pa., was third with 

$2,317,324 and H. A. Hedges, Kansas City 

- general agent, fourth, $2,109,541. L. T. 
‘w + Boyd, general agent at Kokomo, Ind., 

q stood fifth with $2,019,152. G. V. Fort, 
| general agent Des Moines, moved from 
he Oa 14th to sixth position. | 
i Five general agencies made the 
~~ $1,000,000 rank for the first time: Wallis 
. > & Son, Philadelphia; C. M. Vaughan, St. 
tt) Louis; C. A. Peterson, Grand Rapids; 
N. C. Day, Burlington, Ia.; and Harry 
Roye, Camden, N. J. 
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. | Walton Litz Agency Fete 
The Tennessee-Kentucky Agency of 


d | the Great Southern Life celebrated its 
if tenth anniversary party in Nashville. A 
be dinner was held with 75 in attendance. 


| | This included the representatives of the 
| agency, representatives of the National 
| Life & Accident, and Life & Casualty, 
| and invited guests from Nashville. The 
1 |. home office was represented by Dr. Joe 
: 4 Daniel, medical director; E. A. 
Kiker, secretary and Pat Horne, 
agency assistant. The birthday cake 
was cut by Mrs. Belle Williams, the 
only woman representative in the 
agency. Ten year service awards were 
: presented to J. B. Leeth, J. D. Johnson, 
’ J. L. O’Guin, H. M. Judd, J. T. Duna- 
-f vin, and R. G. Stanley. 
_ ,The home office representatives as- 
_ sisted by A. Walton Litz, agency direc- 
_ tor; J. L. O’Guin, supervisor; and J. B. 
Leeth, agency cashier, conducted the 
business session. 


A. J. Kirkland Advanced 


The Mutual Benefit Life at its annual 
meeting elected A. J. Kirkland assistant 
secretary. Mr. Kirkland, who has been 
with the company since 1905, is head of 
the supplemental agreements section in 
the new business department and he will 
continue in that capacity. Three direc- 
tors were reelected: President, J. R. 
Hardin; Frederick Frelinghuysen, New- 
ark lawyer; and W. C. Heath, president 
Whitehead & Hoag, Newark. 
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Zone 4 Commissioners Rally 


4 DES MOINES.—Commissioner Mur- 

| Phy of Iowa, who is chairman of zone 4 

| of the National Association of Insur- 
ance Commissioners, announces a meet- 
ing of the zone 4 commissioners to be 
held at 2 p. m. at Palmer House, Chi- 

' ago, Monday, Jan. 24. ‘States to be 

_ fepresented are North and South Da- 

| kota, Minnesota, Iowa, Illinois, Mich- 
igan, Indiana and Wisconsin. 








J. F. MacGrath, Jr. Joins 
U. S. Life as Field Supervisor 


NEW YORK—James F. MacGrath, 
Jr., has been appointed as a field super- 
visor for United States Life at the head 
office. He is well known to many 
agents and brokers, particularly in the 
east, through his more than 14 years in 
life underwriting. 

He entered the business in 1923 with 
the Mutual Benefit’s L. A. Cerf, Sr., 
agency in New York, serving as agent 
and then as supervisor. He remained 
until Mr. Cerf retired in 1927. After 
about a year of agency work for the 
National Life of Vermont he joined the 
newly formed general agency of L. A. 
Cerf., Jr., (Fidelity Mutual), in 1929, 
specializing in brokerage contracts, su- 
pervision and general production activi- 
ties. Mr. MacGrath was president of 
the Life Supervisors’ Association of 
New York in 1936. 








Pay Mississippi Valley Claims 

ST. LOUIS.—Circuit Judge Connor 
has directed payment of death claims 
against the defunct Mississippi Valley 
Life on petition filed by Superintendent 
Robertson and W. E. Caulfield, co-re- 
ceiver. 

It was stated that the company now 
has on hand a sufficient sum to pay in 
full death claims on policies issued by 
the Quick Payment Old Line Life and 
the First National, also reinsured by the 
Mississippi Valley Life. These funds 
total $17,500. The Mississippi Valley 
Life went into receivership April 25, 1932. 





D. F. Fuller with Oregon Mutual 


A new general agent has been ap- 
pointed by the Oregon Mutual Life. 
He is Darwin F. Fuller, agency director 
in Wisconsin and Minnesota for the New 
York Life. Making his headquarters in 
Spokane, Mr. Fuller has assumed the di- 
rection of the general agency formerly 
headed by Edgar A. Smith, who has 
resigned. 





More Minute-Men Members 


A 35 percent increase in the number 
of agents who qualified for the Minute- 
Men Club, top honor organization of the 
Lincoln National Life, is announced. 
H. C. Lawrence, Newark general agent, 
is president of the club for the second 
consecutive year. J. L. Mueller, Fort 
Wayne, is vice-president. This marks 
the 11th time for each as a member of 
the club. 

Membership in the Minute-Men Club 
is won by writing a specified large vol- 
ume of business the four-month period 
Aug. 15-Dec. 15. The presidency and 
vice presidency are awarded to the first 
and second agents to qualify for mem- 
bership. 





Reduce Federal Reserve Lien 


The Occidental Life has announced 
an 8 percent reduction of the 50 percent 
lien against policies of the defunct Fed- 
eral Reserve Life of Kansas City, Kan., 
which it reinsured. 

The company also announced that all 
“slow” assets of the Federal Reserve 
have been liquidated, and a saving of 
$175,000 in operations during the 18- 
month period effected by elimination of 
“dead timber.” 


Arbury Aetna Life Leader 


H. H. Arbury of Detroit is president 
of the 1938 Aetna Life Leaders Club as 
a result of leading in production the 
group of 200 comprising this organiza- 
tion. Other club executives according 
to production rank are J. S. Maryman, 
Little Rock; M. A. Lowenberg, New 
York City, and J. W. Heisse, Baltimore. 








Hold Coast Congress April 14 


SAN FRANCISCO—The northern 
California sales congress sponsored by 





the San Francisco and Oakland-East 
Bay Life Underwriters Associations 
will be held in San Francisco April 14. 
C. W. Peterson, manager Phoenix Mu- 
tual Life, is general chairman of the 
event, which annually attracts from 750 
to 1,000 underwriters of northern Cali- 
fornia. 





Freethy to New York 


A Freethy of the Canada Life head 
office goes to New York City as act- 
ing branch secretary following the res- 
ignation of R. W. Preston. He has 
been with the Calgary, Ala., branch. 





Agents Independent Contractors 


The Security Mutual Life of Bing- 
hamton, N. Y., and West Coast Life 
have been rendered interpretations by 
the Internal Revenue Bureau’s legal de- 
partment that their agents are independ- 
ent contractors under the social security 
act and exempt from the tax. 





T. S. Reinhard, outstanding producer 
for Bankers Life of Iowa in New York 
and president of the company’s Premier 
Club, died suddenly. Only a week prior 
to his death he was at Washington, 
D. C., school. He was 45 years old 
and had been with Bankers Life 21 
years, joining in 1917. He was a mil- 





lion dollar producer. In 1925 and 1926 
he earned membership in the company’s 
Gold Medal Club and was a member of 
the President’s Premier Club for five 
different years, being vice-president in 
1932 and 1935. He was a native of New 
York and had a wide acquaintanceship. 


Life Group Can’t Include 
Accident, Hospitalization 





DES MOINES — Commissioner 
Murphy of Iowa has ruled that no 
riders, endorsements or supplemental 
group policies providing for coverages 
such as group hospitalization or group 
accidental death and dismemberment, 
will be approved in Iowa for use with 
group life policies. ; he 

The large eastern companies writing 
group are not affected by the ruling as 
they do not write combination policies. 





Capt B. R. Ware, 2nd, one of the 
leading producers of the Gerald A. Eu- 
bank agency of the Prudential in New 
York City, died in the Naval Hospital 
at San Diego, Cal. His gun crew on 
the U. S. S. Mongolia was generally 
credited with having fired the first shot 
for the United States following this 
country’s entry into the World War. 
The shot disabled a German submarine. 
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1937 RESULTS 


Insurance Issued (Net) . . . . $23,480,519 
A Gain, over the year 1936, of 8-3/10% 


Increase in Insurance in Force . . $7,003,208 
Total Insurance in Force, Dec. 31, 1937 


Few American life insurance companies, of 
our size or even larger, can match the above 
results for the year 1937. Guarantee Mutual 
Life Company’s Agency force, operating 
under a result-getting production plan, 


turned in an outstanding year’s work. 


WOULD YOU BE INTERESTED IN 
FULL DETAILS OF THIS PLAN? 


If so, direct your letter to 
A. B. OLSON, Agency Vice President 


GUARANTEE MUTUAL 
LIFE COMPANY 


LICENSED IN TWENTY-ONE STATES AND THE DISTRICT OF COLUMBIA 


$133,412,420 


OMAHA, NEB. 


Organized 1901 
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Benefactions of Insurance for Last Year 


INSURANCE men need once in a while 
to get a baptism of faith in their busi- 
ness and to realize that it is a great in- 
dustry of magnificent proportions. Some- 
times we do not appreciate its largeness, 
the extent of its benefactions, the great 
service that it renders and the power 
that it exerts.. Vice-president B. D. 
Fitynn of the TRAVELERS calls attention 
to the fact that last year insurance com- 
panies of all kind dispersed to claimants 


$2,783,000,000. One of the interesting 
features of his report is that pay- 
ments under _ automobile policies 
exceeded those under either  per- 


sonal accident or workmen’s compensa- 
tion last year. This was due to the in- 
crease in automobile accidents. The 
fact that nearly $3,000,000,000 was paid 
out to policyholders or beneficiaries last 
year makes a graphic showing as to the 
extent of insurance. 


The State As an Insurer 


THAT savings bank life insurance con- 
stitutes entry of the state into the life 
insurance business can_ scarcely be 
doubted by any one who has looked 
into the Livingston bill introduced in 
New York and enthusiastically spon- 
sored by Governor Lehman. Under the 
Livingston bill the state controls the 
rates, fixes the terms of the policy, han- 
dles medical examinations and assesses 
against each bank its share of expenses 
for providing this service after the first 
five years, All that the banks stand to 
get out of the scheme is grief if it goes 
wrong and advertising if it goes well. 

By the device of putting the savings 
banks into the life insurance business 
on a trifling ante of $25,000 each, the 
state would be putting itself into the 
life insurance business with no ante at 
all and without any risk to itself. 
Analysis of the Livingston bill fails to 
reveal what magic quality of the savings 
bank life insurance proposal makes it 
sound for an insurer to start issuing 
policies, even with a limit of $1,000, 
when its total resources are only $25,000. 
Who takes the risk of starting an in- 
surance venture on so slim a margin? 
Not the state, for, as indicated above, 
it would have plenty of power and con- 
trol but no financial responsibility. 

Under the Livingston bill it is the 
savings banks, their policyholders. and 
perhaps even their depositors who take 
the risk of starting an insurance venture 
with wholly inadequate backing. Sup- 
pose that, just as a bank were getting 
its insurance division under way, a pol- 
luted water supply or some other cause 
caused a sudden heavy mortality among 
savings bank policyholders. With re- 
sources of only $25,000 plus whatever 
premiums had been paid in the bank’s 
insurance division it might find itself 
unable by a good many thousands of 
dollars to meet its insurance obligations. 
Without the timely aid of philanthro- 
pists the bank’s insurance division would 
be bankrupt, even though the bank it- 


self might be amply able to take care 
of the deficiencies, for by law the bank 
could not use one cent of its own funds 
to help out the insurance department. 

And if a bank were to fail to meet 
its insurance obligations how many of 
its startled depositors would stop to 
reason that an institution might be 
bankrupt in its insurance department 
but still solvent in its banking opera- 
tions? There would be some cool heads 
of course. But many depositors would 
not make this distinction and would be- 
gin to pull their money out of the bank 
while they could still get it, probably 
precipitating a run which might even 
close the bank’s doors. 

As bankers well know, a man or cor- 
poration’s good name often constitutes 
a far better credit risk than mere physi- 
cal assets. Under the Livingston bill 
a savings bank setting up an insurance 
division pledges not merely $25,000 to 
guarantee the solvency of the policies 
it will issue. Whether it wants to or 
not, such a bank is pledging its own 
good name. 

To those unable to appreciate that the 
bank itself could do nothing to aid its 
insurance division financially, the bank 
would appear to be backing the insur- 
ance division with every dollar of the 
parent institution’s assets. That many 
persons would take this view is obvious 
from the Massachusetts experience. Ac- 
cording to observers of the Massachu- 
setts savings bank life insurance sys- 
tem, relatively few policyholders under- 
stand that the bank’s responsibility is 
solely that of management (insofar as 
the state allows discretion) and the 
limited guarantee fund. 

Somewhat the same situation applies 
to the insurance of bank deposits by the 
Federal Deposit Insurance Corporation. 
Most depositors, reading on the teller’s 
wicket that deposits up to $5,000 are in- 
sured in the FDIC have a vague, com- 
fortable feeling that Uncle Sam is pro- 
tecting them from loss of their deposits 


through possible failure of their bank. 

Actually, the FDIC is a private cor- 
poration. If there should be a wave of 
bank failures it would reimburse de- 
positors to the extent of its funds. It 
would then be bankrupt, just like any 
other institution which cannot meet its 
obligations. Uncle Sam might or might 
not come to the rescue but he would 
be under no obligation to do so. 

In the case of the FDIC the public’s 
widespread belief that the government is 
guaranteeing its bank deposits would 


probably result én sufficient pressure 
being brought so that Congress would 
make good any deficiency. However, in 
case a life insurance division of a say. 
ings bank were to fail the bank itself 
could do nothing except to be unhappy 
about the whole thing. 

Philanthropic citizens might rush to 


the rescue but most people would rather 7 
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rely on adequate cash reserves. As al 
leading savings bank advertises, “a 
fund . .. is a better reliance . . 


even the good will of friends.” 








PERSONAL SIDE OF BUSINESS 





J. M. McCormack, who was ousted 
from office as insurance commissioner of 
Tennessee by the governor because he 
was backed by E. H. Crump, the Mem- 
phis Democratic leader, has not formu- 
lated any definite plans as to his future. 
It may be that he will connect at the 
head or branch office of some insurance 
company or he may return to the gen- 
eral agency business at Memphis where 
he was formerly located. Mr. McCor- 
mack is recognized as one of the best 
+ hace that Tennessee has ever 

ad. 





H. A. O’Neal, agent of the Mutual 
Life of New York at Shreveport, La., 
has been reelected president of the 
chamber of commerce there. He is 
highly regarded not only by the insur- 
ance fraternity but by the business and 
professional people of his city. 





Jesse E. Smith, recently retired man- 
ager of the Prudential ordinary depart- 
ment in the Field building, Chicago, 
succeeded by W. S. Fuller, former Cin- 
cinnati manager, will continue an office 
in the agency. Mr. Smith has been with 
Prudential 37 years and is 73 years old. 





Marvin E. Singleton, who was presi- 
dent of the Missouri State Life from 
1919 to 1927, was operated on for a gall 
bladder ailment at the Presbyterian 
Hospital in New York City. 





Commissioner DeCelles of Massachu- 
setts is compelled to go about his duties 
on crutches for two or three weeks. The 
plantaris muscle of his left leg was 
strained in a strenuous game of handball 
and foot and ankle have been placed in 
a plaster cast. 





Jess G. Read, Oklahoma commis- 
sioner, has been called to Scottsville, 
Ky., by the serious illness of his 
brother. 


R. B. Richardson of Helena, Mont., 
executive vice-president of the Montana 
Life, was stricken a day or two before 
Christmas with appendicitis and was 
rushed to the hospital in his city for an 
emergency operation. During the early 
days his recuperation was slow but since 
he has gained rapidly and expects to be 
on the job in a few days. 





A. L. Horton, with the Mutual Life 
of New York in Topeka, Kan., since 
1915, has made a notable record as a 
producer. He _ has qualified on the 
monthly “Fifty Leaders List” 50 times, 
being first in August, 1932, second in 
April, 1922, and fourth in September, 








1937, in number of lives paid-for. He 


has qualified 13 times as a delegate to 7 oon 
the company’s Field Club and twice as | of his 


He received his ‘10-Poin 
In 1937 Mr. Horton 


a guest. 
Star’ in 1929, 


ranked 40th for the year in amount of | 


business paid for. He started with the 


company in 1914 while working in the | 


ticket auditor’s office of the Southern 
Pacific Railroad in San Francisco and 





. than & 






signed a full-time contract with the To- © 


peka agency the following year. 





Evan L. Hobart, 60, claim manager of © 


the Ministers Life & ‘Casualty Union 
since 1925, died at Minneapolis. 


months before his death. 





T. W. Appleby, president of the Ohio 
National Life, has been elected a di- 
rector of the Cincinnati Citizenship 
‘Council and the Bureau of Governmental 
Research. 





Dix Teachenor led all Kansas City Life 
agents in 1937 with paid business of 
$1,009,833 on 228 cases. This is the 12th 
consecutive year in which Mr. Teachenor 
has produced $1,000,000 or more. His 
1937 record shows $677,540 on 160 appli- 
cations in annual premium business and 
$332,293 on 68 applications in single pre- 
mium business. His average premium 
per $1,000 on the annual premium type 
was $30.37, and his average life policy was 
$3,993. 
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Bert A. Hedges, Kansas manager of 


the Business Men’s Assurance, is taking 
the leading male part in the play “The 
Night of Jan. 16,” being presented by 
the Wichita Lions Club to raise funds 
to build new buildings at a summer 
camp for boys sponsored by the club. 





Karl B. Korrady, vice-president and 
superintendent of agents of the Illinois 
Bankers Life, is taking a southern vaca- 
tion. He is now in New Orleans, visit- 
ing friends, and expects to leave early 
next week on a United Fruit cruise to 
Guatemala. 


Dr. C. L. Rudasill, 47, medical direc- 
tor of the Life of Virginia since 1925, 
died suddenly. During the world war 
he served with the medical corps in 
France. 





B. L. Tatman, president of the Reli- 
able Life of St. Louis, has left for a trip 
to South America. This will be his 
first stop in an around-the-world jour- 
ney he is to undertake during the next 
few months. An ardent devotee of tra- 
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vel, this is the second extensive trip 
hat Mr. Tatman has taken in recent 
wears. Between times he has taken 
hort trips to Mexico, Central America 
and Yucatan. 





H. B. Nelles, manager for the Pruden- 

ial in Los Angeles, died of a heart af- 
Waiction at the age of 64. He had been 
‘connected with the Prudential 35 years 
and had been manager at Los Angeles 
for 30 years. He was a charter mem- 
ber of the Los Angeles Life Underwrit- 
ers Association. 





Claris Adams, president Ohio State 
"Life, will speak at the Founders Day 
“panquet of Butler University in Indi- 
Panapolis Feb. 7. Mr. Adams was grad- 
uated from Butler in 1910. 





Berrien Tarrant, Chicago, manager 
Canada Life, is bereaved by the death 
Fof his mother. 





James Crossland of the King street 
branch of the Mutual Life of Canada in 
‘Toronto led the entire field force last 
year. In the six years he has been with 
"the company he has been the leading 
> producer for three years. He is a past 
president of the Quarter Million Club 
and this year is first vice-president. 





- OD. Hz. Tharin, who retired some time 
‘ago as south Georgia manager for the 

Equitable Society, died in Jacksonville, 

| Fla. after a long illness. Burial was in 
Madison, Fla. 





 O.F. Fulmer, manager of the Mutual 
io | Life of New York at Savannah, Ga., 
since 1931, has just completed 35 years 





ip a 
al 3 

_ Washington National agents in Kan- 

~ sas City honored Charles A. Spaythe on 
fe completion of his 25th year as an agent 
of of the company. M. F. Houston, dis- 
h trict manager of the Great Western 
rr division, presided at the luncheon. It 
is was attended by two policyholders, who 
| have kept in force for 25 years insurance 
d they purchased from Mr. Spaythe when 
. he first began selling for Washington 
n | National. Mrs. Spaythe also was a 
p guest. 





' K, F. VanSant of Lincoln, formerly 
_ advertising and sales promotion manager 
of the Bankers Life of Nebraska, has 
been appointed managing director of the 
» new Student Union building of the Uni- 
» versity of Nebraska, now nearing com- 
/ | pletion. He worked his way through the 
| University of Nebraska and received a 
B.S. degree in 1931. 


——~. ro 





» John A. Ramsay, Newark general 
agent of the Connecticut Mutual Life, 
caught the record sailfish since 1934 off 
_ Hollywood, Fla., measuring eight feet 
} > and weighing 76 pounds. It took sev- 
'~ eral hours to land the monster. 





C. C. Fulton, Sr., father of President 
_ James A. Fulton and Vice-president 
| C.C. Fulton, Jr., of the Home Life of 
| New York, died unexpectedly at his of- 
i fice in Dover, Del., where he was secre- 
_ tary-treasurer of the Kent County Mu- 
- tual Insurance Company for many 
_ years. He was in apparent good health 
and active in business up to the day of 
his death. He was born in 1855. 


Home Office Agency 

Supervisor 

3 For Middle Western Mutual Company—with 

4 excellent opportunity for advancement. 

Man desired must be between ages 30 and 

a 40, free from debt, and have had successful 
Personal production experience and supervis- 

ory work with either general agency or home 

office. Must have ability to find, train and 

work with field organization. 

In replying, give complete personal inform- 
ation, an account of experience and send 
: Photograph if available. 
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NEWS OF THE COMPANIES 





Wisconsin Life Men Advanced 


Gordon D. Adams Is Elected Vice- 
president and M. N. Hanson Secretary 
—Company’s Annual Figures Given 








MADISON, WIS. — Gordon D. 
Adams, secretary of the Wisconsin Life 
of this city, has been elected vice-presi- 
dent. M. N. Hanson, assistant secretary, 
becomes secretary. Mr. Adams has been 
associated with the company over 15 





GORDON D. ADAMS 


years and prior to his connection with 
it was a certified public accountant. Mr. 
Hanson went with the Wisconsin Life 
in October, 1924, and had previously 
been in the accounting and banking 
field. Mayor James R. Law of Madison 
has been elected director. J. T. Gor- 
mican, general agent at Fond du Lac 
and President N. J. Frey were reelected 
directors. 


Financial Exhibit 


The company’s assets are $5,283,604, 
gain $416,794. The past year the ex- 
cess of income over disbursements was 
$396,664 and the surplus increased to 
$272,098. The mortality ratio last year 
was 35.9 percent. 

The bonds in the portfolio amount to 
$2,053,830, city mortgage loans $1,048,- 
741, farm loans $65,939, policy loans 
$808,786, real estate sold on land con- 
tracts $153,156, other real estate free of 
indebtedness, $667,412. The Wisconsin 
Life is a mutual company. Insurance 
in force increased more than $1,000,000. 
There are no bonds in its portfolio in 
default, either in interest or principal. 
The average size of the city loans is 
$4,113 and the average size of the farm 
loans, $2,638. The mortality ratio ran 
between 15 and 20 percent less than the 
average of all companies last year. The 
company has paid policyholders and 
beneficiaries since organization $5,500,- 
000. President Frey has believed in con- 
servative, substantial development and 
his policy is reflected in the standing of 
the company. 





Educator Schutz Is Elected 
Standard Life, Ind., Head 


J. Raymond Schutz, director of soci- 
ology and economics at North Man- 
chester College, North Manchester, Ind., 
has been elected president of the Stand- 
ard Life of Indiana to fill the vacancy 
caused by the death of former Governor 
Harry G. Leslie of Indiana in December. 
Mr. Schutz was chosen because of his 
highly-specialized training in life insur- 
ance and economics, having spoken on 
those subjects before more than 7,000 
conventions, state teachers’ associations, 
daily press associations, college com- 
mencements and Chautauquas through- 
out the middle west. 

He was one of the company’s founders 
and has taken an important part in its 








growth. A net gain of $2,869,000 was 
made last year, net increase in resources 
was $174,255 and there was a 90 percent 
increase in life insurance. 

Mr. Schutz was educated at Yale, Ox- 
ford, and the University of Geneva, 
Geneva, Switzerland. 





Montana Life Promotes Two 
Men in Supervising Ranks 





F. R. Daniels and ‘M. H. Fuller have 
been promoted from assistant superin- 
tendents of agencies to superintendents 
of the Montana Life. They were called 
to the home office to confer with Agency 
Vice-president Lee Cannon. Executive 
Vice-president R. B. Richardson gave a 
deserved tribute and announced their 
promotion. Mr. Daniels went with the 
Montana Life in August, 1935, to take 
charge of Pacific Coast territory devel- 
opments in the Pacific Northwest. Merle 
Fuller connected with the company 
about two years ago. He started his 
career in life insurance selling in Idaho. 
Then he located at Boise to develop 
Utah, Idaho, western Oregon and Wash- 
ington. 


National Assurance Cuts Capital 


LINCOLN, NEB.—The insurance de- 
partment has approved the application of 
the National Assurance of Lincoln to re- 
duce its capital from $150,000 to $50,000. 
While engaged in writing life insurance, 








an impairment of $43,000 in its capital 
was found. It recently disposed of its 
life business to Woodmen Central Life 
of Lincoln. After the directors and 
stockholders approve the change, the 
company will be licensed to write health 
and accident insurance. 


F. L. Shimmin Agency Head 
of New Rock Island Life 


Frank L. Shimmin has been appointed 
superintendent of agencies for the 
newly organized Rock Island Life of 
Rock Island, Ill. For the past 11 years 
Mr. Shimmin was with the Alliance Life 
in the agency department. Just recently 
he was associated with the late W. H. 
Luellen who had charge of the home 
office agency at Peoria, III. 

The Rock Island Life is still in proc- 
ess of organization and has not yet 
obtained a certificate of authority. The 
organizers are L. M. Gehrig, D. Scott, 
Elgin Manhard, T. W. McGlone, L. A. 
Gehrig, all of Rock Island. 

It is being organized by those who 
were operating the Northwestern Mu- 
tual Benefit Association of Rock Island. 
L. A. Gehrig is president. It is being 
formed as a so-called legal reserve as- 
sessment company. 

Northwestern Mutual Benefit Associa- 
tion as of Dec. 31, 1936, reported income 
$35,197, benefits paid $17,006, expenses 
$18,171, assets $6,400, 4,148 members and 
$1,623,430 benefits in force. 











Fidelity Mutual’s Annual 


Walter LeMar Talbot, president of 
the Fidelity Mutual Life, was elected to 
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Back of the Mutual Benefit man stands a home 
office with a proved ability to cooperate in the draft- 
ing of even minute details of an individual life plan. 
Back of him also stands a record of stability and fair 
| dealing—a record of sound protection and liberal 
treatment. The Mutual Benefit has always been 
more liberal than any insurance law required. Of 
| its own volition the Mutual Benefit pioneered the 
Principle of Retroaction, which extends so far as 
possible all new benefits to old policies, making 
them in efféct as modern as the newest. 


The Mutual Benefit 


LIFE INSURANCE COMPANY 
' Newark, New Jersey 
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the West 


The first trains to 
the West carried 
among their passen- 
gers those who found 
comfort in the thought 
that their loved ones 
were protected by the 
St. Louis Mutual Life 


Insurance Company. 


The St. Louis Mu- 
tual was the first legal 
reserve life insurance 
company west of the 
Mississippi and one of 
the first seventeen in 
the country. It has 
long been known for 
financial soundness 
and wise, conserva- 


tive management. 


There is a better 
future in a company 


with a good past. 
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head the organization at its annual 
meeting for the 25th time. There were 
two new directors chosen. E. W. Scheer 
and J. W. Drayton. The former is 
president of the Reading Company, 
president of the Central Railroad of 
New Jersey, New York & Long Branch 
R. and the Pennsylvania-Reading 
Seashore lines. Among his directorships 
are the Mutual Fire, Marine & Inland 
of Philadelphia, County Fire of Phila- 
delphia and the Pennsylvania Company 
for Insurances on Lives & Granting 
Annuities. Mr. Drayton is vice-presi- 
dent of the Insurance Company of North 
America. He is a director of the Cen- 
tral Fire of Baltimore, which his com- 
pany owns. 


S. A. Riesenman Is Advanced 
by Colorado Life 


Agency Vice-president W. Lee Bald- 
win of the Colorado Life, announces the 
appointment of S. A. Riesenmsn as su- 
perintendent of agencies. 

Mr. Riesenman has been in the busi- 
ness 25 years. His training covers prac- 
tically every phase of the business in 
the home office and in the field. He 
has had experience in underwriting; for 
eight years was with the Western Na- 
tional Life at Cheyenne, Wyo.; three 
years aS agency supervisor for the Cen- 
tral States Life, and assistant sales man- 
ager of the Colorado Life since the or- 
ganization of the company. 


Officers, Employes Dance 


The Continental Casualty-Continental 
Assurance were hosts at a dance in Chi- 
cago, the first of its sort, held under au- 
spices of the staff organization, the Con- 
tinental Club. The attendance was about 
3,000, including all employes, not only 
at the head office but in the Chicago 
branches. H. A. Behrens, chairman Con- 
tinental Casualty and president Conti- 
nental Assurance, headed a large delega- 
tion of the staff attending. There was an 
hour of professional entertainment. The 
committee in charge included A. H. 
Baum, cashier; J. A. Roberts, assistant 
actuary; J. J. Nertz and J. C. Hoeger. 














Oklahoma Receiver Dismissed 


The Oklahoma _co-ancillary receiver- 
ship for the old Pacific Mutual Life in 
Oklahoma has been dismissed and 
Leonard Savage, Oklahoma City attor- 
ney, was relieved of his duties as re- 
ceiver, with orders to turn all money 
collected and “business transacted 
through hjs office to the home office. 





Advises Holding Certificates 


LINCOLN, NEB.—Insurance Direc- 
tor Smrha has been informed that 
various forms of investment are being 
offered by stock salesmen to holders of 
thrift certificates in the Cosmopolitan 
Old Line Life, now in process of liqui- 
dation. He has, with court approval, 
written a letter to all of them giving as 
his opinion that the certificates are 
surrender 
value. He advises holding them until 
advised. by the department of their ac- 
tual value. 





Issue House Organ Weekly 


The “Broadcaster,” house organ of 
the Bankers Life of Nebraska, will here- 
after issue as a weekly instead of a 
monthly, changing from magazine to 
newspaper form. 


Western Life, Can., Is Sold 


Controlling interest in the Western 
Life of Winnipeg has been purchased by 
Herman Gray of Hamilton, Ont., and as- 
sociates. Western Life will be moved to 
Hamilton about April 1. At the annual 
meeting Jan. 21 a number of other 
changes are expected. W. H. Milner is 
vice-president and managing director. 

The Western Life was formed in 1910. 
Its capital is $690,200 subscribed, with 
$138,040 paid up. It had about $7,100,000 
of business in force at the end of 1936. 








Mr. Gray organized the Common- 
wealth Life with headquarters in Ham- 
ilton, but it was taken over by another 
company some years ago. 





Unity Life’s Progress 

Officials of the Unity Life, established 
in Columbia, S. C., three years ago, re- 
ported at its annual meeting that 1937 
sales showed an increase of 64 percent 
over 1936, and that the total business 
of the company was $5,742,000. J. R. 
Hoile, president, predicted an even 
greater year than the one just com- 
pleted. 

C. B. Jones has been appointed man- 
ager of the ordinary department for the 
entire state, working from the home 
office in Columbia. He has been with 
the Pan-American Life for the past three 
years and was one of its leading pro- 
ducers. 





North American New Directors 


C. G. Ashbrook, superintendent of 
agents of the North American Life of 
Chicago, and M. J. Scandrett, head of 
the mortgage and real estate department 





at the head office, have been electe; 
directors. 





Move to Albuquerque 

The Western American Life of Sant 
Fe, N. M., has moved its headquarter; 
to Albuquerque. 


Edmond Amicable Vice-president 

W. L. Edmond, agency director of 
the Amicable Life of Waco, Tex., be. 
comes vice-president. : 
to the Amicable Life fraternity. 








Thomson Assistant Actuary 


of Canada. 


He is well known? 


a 


G. P. Thomson has been promoted 
to assistant actuary of the Excelsior Life ~ 
He is a fellow of the Ameri. ~ 
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LirE AGENCY CHANGES 





W. A. Spiker to Penn Mutual 





National Underwriter Company’s New 
York Resident Manager Goes with 
Osborne Bethea Agency 





William A. Spiker, for the last two 
years resident manager at New York 
City for THE Na- 
TIONAL UNDER- 
WRITER, has re- 
signed to go with 
the Osborne Be- 
thea agency of the 
Penn Mutual Life 
in New York 





City. 

After  graduat- 
ing from Ohio 
Wesleyan Uni- 
versity in 1933 
with Phi Beta 


Kappa honors Mr. 
Spiker joined THE 
NATIONAL UNDER- 
WRITER as a trav- 
eling representa- 
tive of the “Dia- 
mond Life Bulletins’ department, com- 
ing in contact with life insurance men 
in nearly all of the larger cities of the 
United States and Canada. In his two 
years as resident manager in New York 
City he has made outstanding records in 
two of the publication’s most important 
lines, having set a new record in New 
York City for the sale of the “Estate-O- 
Graph,” a pictorial direct mail adver- 
tising service, and winning the company- 
wide “Diamond Life Bulletin” sales con- 
test last May. 

Mr. Spiker has taken and passed four 
of the five C. L. U. examinations and 
will take the fifth in June. In connec- 
tion with his “Diamond Life Bulletins” 
and “Estate-O-Graph” work, he has 
given talks before most of the leading 
New York City agencies. Mr. Spiker 
was familiar with the life insurance busi- 
ness long before he began traveling for 
the “Diamond Life Bulletins.” His 
father, N. T. Spiker, an agent of the Sun 
Life of Canada in Cincinnati, has been 
in the life insurance business practically 
his entire business life, and has repeat- 
edly been a member of the top produc- 





Ww. A. SPIKER 








TAKE BOTH 


as well as life, should 


Life men who write auto- 
mobile or fire insurance, 


Send order now to A-1946 Insurance Exchange, 
Chicago 











tion clubs of the Sun Life and of his © 


previous company, the Mutual Life of 
New York. ; E 
James T. Curtin, resident manager, 


Spiker. 


Form New Detroit Agency 


DETROIT—A. H. Cruetz, for the 


past seven years with the E. B. Brink | 


state agency of the United Benefit Life 


and Mutual Benefit Health & Accident | 
for two > 


in Detroit, and G. A. Bates, t 
years with the same agency, have with- 
drawn to form the Bates-Cruetz Agency 


at 7372 Hamilton avenue, Detroit, and | 


have been appointed general agents for 
the same companies. Mr. Cruetz has 
been the leading producer of the Brink 
agency for several years and _ placed 
seventh nationally in life business this 
year while Mr. Bates placed tenth in 
the nation among United Benefit agents. 
In 1936 Mr. Cruetz led the entire 
agency force of the country in preduc- 
tion. 

The new agency will write life, acci- 
dent and health only. 


W. H. Strauss Unit Manager 


W. H. Strauss has been appointed 
unit manager in the W. J. Mack agency 
of the Northwestern Mutual Life, Cin- 
cinnati. He has 16 years’ experience 
selling life insurance. He was a pet- 
sonal producer for the Northwestern 
Mutual a number of years ago and re- 
cently represented the New England 
Mutual as an agent. 

R. R. Ballantyne is associated with 
the Mack agency as agent. He was pre- 
viously assistant superivisor for the Mu- 
tual Life of New York and prior to 
that represented the Massachusetts Mu- 
tual. He has five years’ experience in 
the business. 


Jefferson Standard Changes 


The Jefferson Standard Life an- 
nounces several changes in its mana- 
gerial force. ‘ 

Frank H. Bell is promoted from dis- 
trict manager at Alexandria, Va., to 
manager in Lynchburg, Va. W. E. 
Clifton has been transferred from the 
Lynchburg branch to manager at 
Tampa, Fla. ; 

Roy R. Cloninger, formerly district 
manager at Lubbock, Tex., has been 
named manager at Amarillo, Tex. 


Harding Rejoins Pacific Mutual 
W. R. Letcher of Tampa, Fla., state 
agent Pacific Mutual, has appointed 
Lance Harding agency supervisor for 
Miami and the lower east coast of Flor- 
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Cted ida. Mr. Harding has been agency or- 
ganizer for the Mutual Life of New 
York for the past year with headquar- 
ters in Miami. Before that, he was 
agency supervisor for the Pacific Mu- 
tual in the Miami territory for several 
years with a production of more than 
$1,000,000 a year 





ent |) istrict Manager Appointments 
OTS Col. R. H. Durkee of the Equitable 
“/ 3 Society, San Antonio, Tex., has been ap- 
1} pointed district agency manager for that 
city and 16 adjoining counties. Clyde 
Rehmeyer has been given a similar post 
for the Panhandle, with headquarters at 
» Amarillo. 





Doering Is General Agent 


G. A. Doering, prominent central 
Texas agent has been appointed general 
agent for the Great American Life of 
San Antonio at Austin, Tex. 





Lear Made Assistant Manager 


Ervin C. Lear, who was a field as- 
» sistant of the Travelers at Cleveland, 
has been promoted to assistant manager 
there. With R. C. McLaughlin and G. 
E. Ensign, assistant managers, Mr. Lear 
will work in cooperation with Manager 
R. J. Waugh. 


~~ | Winn Named in Memphis 
S| ~=SO William J. Winn has been appointed 
ot |) general agent in Memphis, Tenn., by the 
_ Lincoln National Life, with headquarters 
’} in the Commerce Title building, Mem- 
| phis. The office will be a new one. 
; Mr. Winn is an established life insur- 
~ ance man in Memphis, and has had both 
’ selling and managerial experience. In 
' his last connection, he was a soliciting 
he | agent for four and a half years, and as- 
nk | sistant manager for seven years. He 
has had 24 years experience in the sales 
nt | field. 


_ Reynolds to Fort Dodge 
cy me 86R., B. Reynolds has been appointed 
nd | supervisor in charge of the recently 














ese 
oO 
at 





combined Fort Dodge and Mason City, 
Ia., agencies of the Equitable Life of 
Iowa, with headquarters at 513 Snell 
building, Fort Dodge. He has been 
with the Equitable of Iowa for 11 years. 
He has been agency supervisor at 
Mason City. 


Roberts Named in Toronto 


J. A. Roberts has been named mana- 
ger of the London Life’s King street 
branch in Toronto to succeed G. W. Lit- 
tle, who has been transferred to London. 








Williams with Prudential 


Joy Williams, for the past six years 
an agent of the Penn Mutual Life in 
Spokane, Wash., has been placed in 
charge of the Prudential’s office cover- 
ing Spokane and the Inland Empire 
territory. 





Goes to Corpus Christi 


W. N. Tumlinson, formerly San An- 
tonio agency manager of the Southern 
Standard Life of Houston, which 
merged with the Pioneer American Life 
of Dallas, has been appointed Corpus 
Christi representative of the Texas Life 
of Waco. 





Appointed District Managers 

Col. R. Durkee, Equitable Society, has 

been appointed district manager by 

Klingman, southwest Texas 
agency manager, for San Antonio and 
16 adjoining counties. 

Clyde Rehmeyer, Amarillo, Tex., has 
been appointed district agency manager 
of the Equitable Society for the Texas 
Panhandle. 





E. R. Morgan, with the Aetna Life in 
Oklahoma City, has been made supervisor 
of the agency there. 


J. Regis Monahan, nationally known 
football player with Ohio State and the 
Detroit Lions, has joined the Detroit or- 
dinary agency of the Prudential under 
Manager F. L Klingbeil. He is already 
preparing for the C. L. U. examination. 








i As SEEN FROM CHICAGO 





S. ACTUARIES HAVE NEW HOME 


The headquarters office of the Ameri- 
can Institute of Actuaries has been 
moved to 1039 Field Building, Chicago. 
Miss Elizabeth Ashburner is in charge. 
Due to the fact that the space is smaller 
and there is less shelf room, the board 
of governors may decide to hold a sale 
of books and records that are not fre- 
quently consulted. If this is done, some 
enticing titles may be available cheap. 
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ACTUARIES DISCUSS PUNCH CARDS 


Discussion of punch cards and their 
application in a life insurance office was 
held at the January meeting of the Chi- 
cago Actuarial Club. The subject was 
led by G. W. Myers, assistant actuary 
and director Federal Life, and his as- 
sistant, Mrs. Valeska Stierin. J. A. 
Roberts, assistant actuary Continental 
Assurance and secretary of the club, 
commented on the discussion. L. J. 
Lehane, Central Life of Illinois, club 
President, presided. 
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KERNODLE AGENCY WINS CONTEST 


The Oliver P. Kernodle general 
agency of the Phoenix Mutual Life in 
Chicago held a victory dinner to cele- 
brate its winning quota record in the 
company’s recent 12 weeks sales con- 
test. The Phoenix Mutual agencies 
were divided into five divisions and the 
Kernodle agency led its division in each 
of the four-week periods of the drive 
and produced 222 percent of its total 
quota, thereby making the best quota 
record in its division and for all com- 
pl agencies which averaged 109 per- 
cent, 

Last year the 


Kernodle agency 


showed a 160 percent gain in new paid 
business and 178 percent in issued busi- 
ness. The agency’s average size policy 








was $4,100 last year and there were 
no big cases to bring the average up. 
Mr. Kernodle is building his agency 
carefully on a quality basis. He started 
from scratch in March, 1936, and now 
has seven men, four of whom made 
their total quotas for the 12 weeks drive, 
while two made all three period quotas 


in addition to the total quota. All ex- 
cept two, are first year men. 
Walter Teising of the Kernodle 


agency was the highest man in paid 
premiums in the second year contract 
group for the entire company in 1937. 
He qualified as a key man on the presi- 
dent’s field staff and will go to Hart- 
ford Jan. 25-27 for a special confer- 
ence. E. C. Hensholt qualified as a 
member of the president’s field staff. 





J. H. SHERMAN ATTENDING MEET 


J. H. Sherman, vice-president and 
manager life department W. A. Alex- 
ander & Co., Chicago, is in Miami 
Beach, Fla., attending the Penn Mutual 
Life agents convention. He will remain 
there for a time, returning to Chicago 
about Feb. 1. J. Keller, assistant 
life manager, is temporarily in charge. 
December was the 37th month in which 
the department has shown a gain over 
the same month a year ago. 





WARN OF CHICAGO SWINDLER 


Warnings of operations against a con- 
fidence man who is operating in Chi- 
cago were sent out by the Chicago As- 
sociation of Life Underwriters. This 
man walks into a life office, says he was 
solicited for insurance by an agent of 
that company and is ready to buy. He 
fills out an application, sets an exam- 
ination time or even submits to an ex- 
amination, then pays the premium with 
a check slightly in excess of the re- 











Running Ahead of the Crowd 


HIS company’s total sales of life in- 

surance in 1937 exceeded $12,500,- 
000, registering a new year’s high record, 
and making an increase of over 15% 
above the previous year. This percent- 
age of gain was more than three times 
that for life insurance as a whole in the 
United States, which amounted to but 
4.6%. 


Equally noteworthy gains were recorded 
in our sales of accident and health in- 
surance, the volume of which increased 
18% over the previous year. 


The company closed the year 1937 with 
a gain of over $2,115,000 life insurance 
in force, the total exceeding $123,600,- 
000, with 105,000 policyholders, and as- 
sets of $33,000,000, a gain of $1,000,000 


Liberal agency con- 
tracts available in 
Arkansas, Arizona, IIli- 


is, Indi 9 Iowa, 
Fl gral ye for the year. More than 1,400 death 
Siaiinia. ie. Sele claims were paid in 1937, total benefits 
Dietines Miia to policyholders and beneficiaries reach- 
: ing $2,596,000 for the year. 
Write Karl B. Korrady, During the last forty years this company 





has paid benefits exceeding $32,000,000. 


Vice-President 


ILLINOIS BANKERS LIFE 
ASSURANCE COMPANY 


MONMOUTH, ILLINOIS 


Founded 1897 Life-Accident-Health 





























Managers Wanted 


INDIANA 
ILLINOIS 


Some other territory available. 


An unusual Contract for an Unusual Organizer 


i) 
The Company Has: 
Participating and Non-Participating Policies 
Juvenile Insurance 
Disability Benefits 
Sub-Standard Service 
Accident and Health Equipment 


The Quality of the Assets and their Ratio to 
Liabilities makes this one of the Outstanding 
Life Insurance Companies Upon Any Basis of 
Comparison. 


If interested and Qualified for a Real Manager's 
Contract with Real Opportunity, write 


THE OHIO STATE LIFE 


INSURANCE COMPANY 
COLUMBUS, OHIO 
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quired amount which turns out to be no 
good after he has taken the cash differ- 
ence and departed. Miss Joy M. Lui- 
dens, executive secretary, states his de- 
scription is: Five feet 9 to 10 inches, 
bald streak down back center of head, 
wears thick glasses, usually gives his 
birth date as Jan. 27, 1904. He is char- 
acterized as a smooth operator who is 
unhurried in his technique, having spent 
two hours in one office. Any office ap- 
proached by him is urged to keep him 
occupied while police are called. 





OVER FOUR MILLION IN DECEMBER 


The Hobart & Oates general agency 
of the Northwestern Mutual Life in Chi- 
cago set an all-time single month’s rec- 
ord in December by writing 456 appli- 
cations for $4,209,708 business approved 
by local examiners. In the last two 
days of the month $1,419,000 business 
was written. There were 44 agents who 
wrote four or more applications and 10 
agents wrote over $100,000 of new busi- 
ness during December. J. L. Craig led 
the agency in both number of applica- 
tions and volume with 22 applications 
for $277,634. H. W. Shedd was sec- 
ond in applications with 19 for $135,952. 
Hector Dodds was second in volume 
with $210,000. Mr. Shedd led the agency 
in new paid business for the year. O. 
A. Williams was second and R. M. Hef- 
ter third. 

Ralph H. Hobart and James F. Oates 
have been partners in the agency since 
1911. George L. Grimm is production 
manager. 





INSURANCE CLUB ELECTION 


The Insurance Club of Chicago will 
hold its annual election Friday evening, 
Jan. 21, at 7:30 in the auditorium of 
the Chicago Board. A. T. Graham, gen- 
eral agent Standard Accident and chair- 
tian of the nominating committee, will 
present the following slate: For presi- 
dent, W. F. Kuffel, Phoenix of Hart- 
ford; vice-presidents, Peter Eriksen, as- 
sistant manager Underwriters Service, 
R. E. Baker, office manager Hartford 





Accident and E. S. Rappaport assistant 
manager Pacific Mutual Life; treasurer, 
H. F. Hunter, engineer, Chicago Board; 
secretary, Robert Lutz, Springfield Fire 
& Marine, and librarian, George P. 
Stahl, engineer, Chicago Board. Direc- 
tors include Charles Uplegger, L. A. 
Rose & Co. Joseph Falk, Standard 
Surety & Casualty, and W. W. Gilles- 
pie, agency manager Mutual Trust Life. 

Prof. J. E. Finnegan of the fire pro- 
tection engineering department Armour 
Institute, will address the group at its 
February meeting on the value of edu- 
cation in the insurance business. His 
address will be concerned with aspects 
of fire protection engineering. 





USE OF TESTING SYSTEMS 


One of the managers in Chicago, in 
discussing the various scientific meth- 
ods for testing applicants or prospects 
for life insurance salesmanship, stated 
that he had found some of these prac- 
tical and useful. The trouble is that, 
in his opinion, some managers may lay 
too much stress on them. An effective 
test formula, in his opinion, gives an 
indication and, points out certain traits 
that are useful in forming an opinion. 
He calls attention to the fact, however, 
that personal judgment amounts to 
much. The manager in talking to an 
agency prospect is able to size him up 
fairly well. The testing methods, in the 
opinion of this manager, should not be 
substituted for personal judgment but 
the plan should be a supplement or an 
aid. Sometimes these scientific tests go 
awry and give ridiculous results. This 
is because it is impossible through any 
method of this kind to value the human 
traits or real salesmanship ability. 





GRIFFIN, INGRAM & PFAFF DINNER 


Griffin, Ingram & Pfaff, general agents 
of the Equitable Life of Iowa in Chi- 
cago, held their 11th annual agency din- 
ner this week, celebrating a large pro- 
duction increase during 1937. Dwight 
Ingram was toastmaster, presenting the 
Bennett Griffin business production tro- 





IT’S NEVER EASY T0 BUILD ANA gevecey 


WITH COMMONWEALTH YOU'LL FIND 
MUCH SMOOTHER SAILING . 


You'll cut sales resistance to a minimum through our 
close cooperation with you in meeting the problems of 
your client. Meanwhile, the many types of Commonwealth 
policies will extend your influence into ever-widening 


J. Herbert Sayder profit circles. 


Vice President 
Manager of Agencies 





COMMONWEALTH LIFE INSURANCE COMPANY 





IT WILL PAY YOU TO INQUIRE ABOUT THE PROFITABLE AGENCY 
OPENINGS NOW AVAILABLE. 






HOME OFFICE 
QUISVILLE, KY 
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phy to Carl Spahn, second countrywide 
leader last year and No. 1 man in the 
agency. Griffin, Ingram & Pfaff were 
No. 2 for all the company’s agencies 
last year. Fred Lauschke, the oldest 
agent, who has been with the office since 
it started for the Equitable, was hon- 
ored. Dwight Ingram and A. C. Pfaff 
qualified with four other agents, includ- 
ing the former general agent, E. J. Fal- 
tysek, for the company’s annual agency 
convention at Hot Springs, Va., in July. 





BRENNAN AGENCY’S $63,000 DAY 


James H. Brennan, Chicago manager 
Fidelity Mutual Life, staged an anniver- 
sary day drive in honor of President Tal- 
bot’s 56 years with the company, and 
was successful in securing $63,000 vol- 
ume. Twelve agents took part in the 
drive. The drive supplemented a special 
“Target” contest that is being held up 
to Feb. 12, which is to be known as 
“Emancipation Day.” To start the drive 
Mr. Brennan called his men together for 
a breakfast at 8 o’clock. Each outlined 
briefly the prospective day’s activities. 
Amounts secured during the day were 
telephoned into the office and results for 
each man were tabulated on a score 
board. By 10:30 a. m. $23,000 had been 
secured from two agents. The day’s ac- 
tivities terminated with a dinner at 6 
p. m. at the Chicago Athletic club. Dur- 
ing the dinner each agent outlined the 
circumstances surrounding each sale and 
exchanged helpful suggestions. D. A. 
Nash placed first by securing five appli- 
cations for $21,000. Walter Meinhardt 
was second with three applications, $14,- 
000. The agency holds three all-day 
drives during the year. A 38 percent in- 
crease in volume for 1937 placed the 
agency in sixth place in paid-for business 
among all Fidelity Mutual agencies. 





LUSTGARTEN TOTAL $14,550,000 


More than $14,550,000 paid volume 
was sold in 1937 by the Samuel Lust- 
garten agency, Equitable Society, in 
Chicago. The agency exceeded its 1936 
record, which also topped $14,500,000, 
and led the Equitable agencies in Chi- 
cago. With December business exceed- 
ing $2,200,000 the agency led in Chicago 
for that month as well. 

All agents contributed substantially 
to the 1937 record, and one-quarter of 
it exceeded $200,000 each for the year. 
Five exceeded a half million dollars and 
three passed the million dollar mark. 
In his nine years as agency manager, 
My. Lustgarten’s organization has 
placed more than 120 millions on the 
books. 





ALLISON AGENCY MEETS 


At the annual meeting of the N. K. 
Allison general agency of the Connecti- 
cut General Life in Chicago, Mr. Allison 
announced a 29 percent gain in paid pre- 
miums in 1937. He reviewed the growth 
of the office since it was established by 
F. H. Haviland, now vice-president in 
charge of agencies, in 1930. Mr. Havi- 
land was present and gave a summary 
at the meeting. “Using All the Com- 
pany Tools” was discussed by Philip T. 
Aubin, who led the company in personal 
production in 1937. This is the second 
time in three years that Mr. Aubin has 
made this record. In his first year in 
1930 he qualified for the Charter Oak 
production division and has been a 
leader ever since. He also led the agency 
force in 1935. 

Mr. Aubin advocates the use of all the 
company’s contracts and his 1937 record 
shows 58 life cases, 30 accident cases, 
three annuities, two group and wholesale 
cases. 

“State Insurance” was discussed by 
H. K. Nickell, who is now a life mem- 
ber of the Million Dollar Round Table. 
Ralph Thorsen discussed “Selling Acci- 
dent Insurance” and Elwyn Wightman 
talked on “Knowledge and How to Use 
It.” Mr. Wightman urged agents not 
to overuse knowledge. 

In his talk, “Business and Fellow- 
ship,” R. B. Beck said that a man’s 
happiness is as important as the money 
he makes and the business of life insur- 
ance provides both. D. L. Swank talked 





on “Good Prospecting,” and Rober 
Caskey discussed “Group Rate in Thirty. 
Eight.” 

A panel discussion on “Programming 
vs. Single Needs Selling” was given by 
Tony Kirchberg, Frank Buckmaster and 
Ernest Johnson. G. S. Burtis discussed 


“Old Age Approaches.” Mr. Burtis was” 


the second man for the entire country 
in 1937, giving the Chicago office th 








January 
= 


two top producers for the entire organ.” | 


ization. 


group department; 
superintendent of agencies; Dr. A. ] 
Robinson, medical director, 
home office attended the meeting. 





LAMB AGENCY SHOWS BIG VOLUME — 


E. E. Lamb, Chicago, general agent a Sessions 


Columbian National Life, in the Field |” 
announced that the agency |” 
placed fifth among the company’s agen- 
cies for December in volume produced, | 
Maurice A. Weldon, district manager, 7 
paid for $72,000 in business during that 7 


building, 


month. For the two week period Jan, 
1-15, $1,000 in new accident premiums 


were recorded. New paid accident prem- | 


iums for these two weeks were con- 
siderably in excess of those reported for 


the entire month of January a year ago, | 


Mr. Lamb states that the agency is now 
attempting to do a two weeks’ job in 


one, inasmuch as all members have qual- 7 
ified for a Bermuda cruise, as the result | 
of a recent contest, for which they will 7 
depart in about one week. The agency | 
does a life and accident brokerage busi- 7 
ness and has been unusually successful (7 
in establishing high volume figures re- [7 


cently. 





ZIMMERMAN AGENCY HONORS CHIEF a 


Charles J. Zimmerman, Chicago, gen- 3 
eral agent of the Connecticut Mutual F 


Life, upon his return from the com- 
pany’s general agents’ conference at 


Hollywood, Florida, received verifica- F 


tion of the loyal activity of his agency 
in his absence. Participating in the 
company’s annual Pace Setter campagn, 
the agency, under the leadership of Gil- 
bert Samuelson, chairman of the agents’ 
committee, and Agency Supervisors Ed- 
win S. Hewitt and William H. Sieg- 
mund, submitted to the home office over 
$400,000 in business in the first 12 days 
of January. Every member of the or- 
ganization produced at least one applica- 
tion during this period. ' 

The agency has shown constant gains 
—and already for the month of January 
shows an increse in paid-for business 
over best month of 1937. 

The Zimmerman agency ranks third 
in the Pace Setter campaign for entire 
ten companies in volume produced and 
fourth in percentage increase over 
quota. 





UNGER TWO YEAR MANAGER 


G. F. Unger is celebrating his second 
year as manager of the Chicago branch, 
Occidental Life, in the Conway building. 
The Occidental received its charter to 
enter Illinois in September, 1936, and 
opened the Chicago office three months 
later in December of that year with Mr. 
Unger as its head. There are now five 
general agents in the state. Although 
Mr. Unger devotes the greater part 
of his time to agency work, he has an 
unusually good personal production rec- 
ord. In one month he produced a $150, 
000 volume and in another instance 
wrote $40,000 in three days. The Occi- 
dental Life has now reached the $400,- 
000,000 mark. 





_The Bruchholz agency of the New York 
Life is holding its annual poker sales 
contest, each agent being given a playing 
card for his hand when he turns in an 
application. The cards are displayed on 
a special bulletin board. 


President of Johnson Agency 


PITTSBURGH—H. R. Bengston has 
been elected president of the Holgar J. 
Johnson agency association of the Penn 
Mutual Life. 








New Settlement Option slide rule. $1.50. 
Order from National Underwriter. 


P. Hamilton, supervisor of the - 
M. E. Shultheiss 


from the! 
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4 sibel Gather in Florida 





Penn Mutual’s Star Agents Hold An- 
nual Conference with Home Office 


Men 





MIAMI BEACH, FLA.—A “congres- 


TP sional debate” provided an unusual fea- 
> ture at the convention here of the Quar- 


ter Million Dollar Club of the Penn 


"> Mutual Life, comprising agents who in 


1937 paid for $250,000 to $1,000,000 each. 


" Sessions extended over three days. The 


OSBORNE BETHEA 


Penn Mutual Agency Association, com- 
posed chiefly of general agents, held its 
annual meeting. 

The purpose of the program was to 
have every agent take part in the dis- 
cussions. Topics were limited to per- 
sonal organization, programming and 
business insurance. A speaker was se- 
lected for one of these topics each day. 
There were questions from the floor 
addressed to other agents. The discus- 
sions were profitable because suggestions 
and objections were practical. 

The Penn Mutual Agency Association 
oficers for the coming year, all general 
agents are: President, Osborne Bethea, 
New York City; Vice-Presidents, Leon 
W. Labounta, Minneapolis, and Joseph 
W. Grant, Seattle; Secretary, Gaius W. 
Diggs, Richmond; assistant secretary, 
Dorion Fleming, New Orleans; treas- 
urer, E. R. Eckenrode, Harrisburg, Pa. 


Patterson Is Starter 


A. E. Patterson, vice-president in 
charge of agencies, openéd the first ses- 
sion. J. Elliott Hall, general agent of 
New York City, was chairman. The 
subject, “How to Increase Production 
Through Better Personal Organization 
on More Lives,” was presented by G. 
W. Stewart, of the H. J. Johnson agen- 
cy, Pittsburgh, who was top producer 
in 1937. Lawrence Willet, Hurd J. 
Crain agency, Atlanta, gave a summary. 
UR. G. Engelsman, general agent, New 
York City, was chairman the second 
Morning. The topic was, “Program- 
ming and Estate Analysis,” and J. H. 
eese, co-manager home office agency, 
Philadelphia, gave the opening exposi- 
tion and summary. 

Thomas Newhall, financial vice-presi- 
dent, commented on bond and _ stock 
investments. 

At the final morning session Friday 

. J. Johnson will preside, the topic 
being “Business Insurance,” with Al- 
bert Hopkins, Osborne Bethea agency, 
New York City, as speaker. Following 
discussion, Harry Phillips, Jr., R. G. 

ngelsman agency, New York City, will 
Present the summary. : 

Vice-president Patterson will review 
1937 production, outline plans for 1938, 





and survey probabilities and expectations 
in the field. 

The closing address will be given by 
J. A. Stevenson, executive vice-presi- 
dent, who will sketch highlights of the 
company’s operations in 1937, dealing 
with management policies, budgetary 
control of expenses, efficiency research, 
high quality of business during the year, 
mortgage and real estate position of the 
investments and practices in connection 
with them. 

The banquet was held Thursday eve- 
ning. The toastmaster was. J. A. Stev- 
enson. George Wharton Pepper, for- 
mer U. S. senator from Pennsylvania 
and Penn Mutual general counsel, being 
the speaker. At the head table were 
members. who delivered a minimum of 
$500,000. 

The Penn Mutual Agency Association 
at its meeting discussed topics interest- 
ing to general agents, and elected offi- 
cers. 

Some time was given to recreation. 
Mr. and Mrs. J. A. Stevenson were host 
and hostess. The home office was rep- 
resented by an official from every de- 
partment. 


—_——_—_——- 


Massachusetts Mutual Meets 





Regional Sales Clinics in Chicago and 
Cleveland Will Present Interesting 
Features for Field Men 





Plans for the mid-west regional sales 
clinic of the Massachusetts Mutual have 
been completed. The conference will be 
held at the Palmer House in Chicago, 
Jan. 21-22. General agents and field as- 
sociates of the Peoria, Mattoon, South 
Bend, Davenport, Battle Creek, La 
Salle, Milwaukee, Grand Rapids, Minne- 
apolis, Indianapolis, Duluth, St. Paul, 
Chicago agencies will attend. E. W. 
Hughes, Chicago general agent, will pre- 
side. 

The entire program the second day 
will be for the benefit of field men. At 
the morning session, Vice-presidents J. 
C. Behan and C. O. Fischer, along with 
Messrs. Benton, Lynn, Hall and Blake 
of the home office agency staff will take 
part in a panel discussion. At noon the 
field men will be guests of President B. 
J. Perry at luncheon. 

The afternoon session will feature 
several prominent producers. Caleb 
Smith of Ann Arbor, Mich., and J. 
Hawley Wilson of Peoria, both Million 
Dollar Round Table men, will speak. 
Fred C. Baker of Centralia will talk on 
motivating stories. Victor C. P. Dreiske, 
Chicago automobile executive, will 
speak on selling methods. The days’ 
program will be brought to a close by 
Frank N. McNally, Minneapolis general 
agent. 

Similar regional meetings are being 
held in other central points the latter 
part of January and February. 


Schedule Cleveland Meeting 
At an interstate regional meeting in 
Cleveland, Jan. 23-24, about 200 agents 


will attend from Rochester, Buffalo, 
Pittsburgh, Wheeling, Charleston, Lex- 


ington, Louisville, Cincinnati, Dayton, 
Columbus, Cleveland, Toledo, Detroit 
and Flint. 


The meetings are in charge of General 
Agents Elmer W. Snyder, Cleveland, 
and George E. Lackey, Detroit. On Jan. 
23 there will be a conference of home 
office officials and general agents di- 
rected by Vice-presidents Behan and 
Fischer. In the evening the Cleveland 
agency is giving a banquet for those at- 
tending the convention. 

At the Monday morning meeting Mr. 
Snyder will preside. It will be given 
over to a home office panel discussion 
similar to the one to be held in ‘Chicago. 

At a luncheon Vice-president A. T. 
Maclean will talk on company progress 
and the 1938 financial statement. 

In the afternoon, outstanding agents, 


WITH 


Yeomen Mutual Life agents 
are going places. Salable pol- 
icies, proven financial 
strength, active cooperation 
by ‘“agency-minded” home 
office executives—make the 
Yeomen Mutual a “natural’’ 
for men who want greater 
earnings. Write John J. 
Moriarty, Agency Vice-Presi- 
dent. 


YEOMEN Murua. LIFE INSURANCE COMPANY 


A Purely Mutual Legal Reserve Company 


A. H. HOFFMAN, President 


DES .MOINES, IOWA 
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ESTATER 
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Helps You = 


e Close Sales 
e Secure Interviews 
e Build Contacts 


AN 


“APP” A DAY The CALEMETER 





Agents and Agencies using the 
proven successful Calemeter Plan 
are Humming with Activity. En- 
thusiasm is HIGH and Sales 
Records are HIGHER! Because 
Calemeter furnish<s the incentive 
to go out and see more people— 
makes it easy to save and easy to 
sell. Stirs up enthusiasm that 
creates and gets the business. 


Put this steady producer to work 
for you. Send today for complete 
NEW money-making selling plans 
including DIRECT MAIL. 


FREE! 


Booklet with Calemeters 


Written by prominent life under- 
writers, contains a mint of 
money-making ideas and sales 
talks. You can apply these meth- 
ods with profit. It is yours— 
free with Calemeter. 





EXECUTIVES: Send for sample ESTATER and details 
of our plan that saves money tor your agents. 


SAMPLE ESTATER—$1.25 Postpaid 
Complete with booklet ‘‘Showing The Prospect How’’ 
Send Today! 


TELL PRODUCTS CORP, 932° 


New York, N. Y. 


WAY 
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including members of the Million Dollar 
Round Table, will tell of their 1938 sell- 
ing plans. The speakers include Mr. 
Lackey, Mr. Hughes, Mr. Smith; G. H. 
Schumacher, Cleveland; R. J. Katz, 
Rochester, and B. H. Wulfkoetter, Cin- 
cinnati. They will be followed by an 
amusing satire, “Selling Life Insurance 
in 1938” presented by two members of 
the Detroit agency, Hugo Ulbrich, Jr., 
and J. E. Totten. 


H. C. Remien Awarded Top 
Honor by Connecticut Mutual 





Herbert C. Remien, general agent for 
Connecticut Mutual at Grand Rapids, 
Mich., has been awarded the President's 
Organization Trophy for 1937. This is 
given to that agency which achieves the 
most outstanding progress in organiza- 
tion and development work. 4 

President James Lee Loomis an- 
nounced Mr. Remien as the winner and 
made the presentation at the general 
agents’ conference in Hollywood, Fla. 
In 1936, Mr. Remien was a runner-up. 

Certificates of honorable mention for 
being runner-up were presented by Mr. 
Loomis to E. F. White, Dallas; John 





M. Fraser, Harry F. Gray, New York, 
and G. A. Helland, San Antonio. In 
1935 and 1936, Mr. White was the win- 
ner. This is the second year in which 
Mr. Helland has been a runner-up. 

Awards were given to eight general 
agents for outstanding results in main- 
taining insurance in force during 1937, 
they being John M. Fraser, New York; 
S. L. Morton, St. Louis; T. L. Black, 
Philadelphia; John H. Thompson, Hart- 
ford; Ray and James L. Moss, 
Louisville; Walter L. Blossom, Erie: 
H. C. Remien; and D. C. Little, Rich- 
mond. 

Also honored were those general 
agents leading their respective groups in 
paid-for business during 1937, they be- 
ing John M. Fraser, New York; John 
A. Ramsay, Newark; Paul C. Sanborn, 
Boston; H. C. Remien; E. Dale Shep- 
herd, Houston, and A. Van. Pritchartt, 
Memphis. 





Portland Agency Holds Its 
Annual Agents’ Meeting 
The annual two-day sales conference 


of Mutual Life of New York agents 
from Oregon and southwestern Wash- 
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ington was held in the agency headquar- 
ters in Portland, Ore. Manager A. D. 
Katz has just completed his 31st year 
at the head of the Portland agency and 
for the past year has been the senior 
Mutual Life manager in years of serv- 
ice. 

He reported his agency one of the 
largest and best known in Oregon, had 
a substantial increase in 1937 and 
ranked 10th among the company’s 76 
agencies. W. K. Hood, Portland, led 
the agency in total paid business in 1937, 
and W. L. Wills, Portland, was runner- 
up, also leading in number of lives in- 
sured. Lawrence Dinneen, Portland, led 
in number of applications written, and 
Mrs. Dorothy K. West, Portland, led 
the women’s department in paid busi- 
ness and applications written. 

Talks were given by agency officials 
and agents, and there also were five- 
minute talks on various subjects and 
cross-examination of J. V. McCutchan, 
Longview, Wash., and W. L. Wills, two 
leading producers, as to their sales 
methods and work habits. 


Has Five C. L. U. Men 


The Portland agency has five of the 
15 Chartered Life Underwriters in Ore- 
gon, W. K. Hood, Talmage Smith, S. 
D. Chapin, H. E. Gurian, and G. A. 
Knutsen. Mr. Smith is supervising as- 
sistant. 

At an agency luncheon C. W. Scott, 
district manager, Marshfield, was award- 
ed a cup for having the leading district 
agency in 1937. Mr. Katz was host at 
a dinner-dance. 





General Agents Meet 


General agents of the United Life & 
Accident of Concord, N. H., held their 
annual convention in that city for three 
days. President J. V. Hanna reported 11 
percent increase in new business last 
year and a substantial decrease in lapsa- 
tion. New business, he said, was $4,200,- 
000 and net gain $1,229,000 after deduct- 
ing maturing and lapsed policies. There 
were 21 general agents from 15 states 
attending. 

In addition to President Hanna, of- 
ficials speaking included W. D. Haller, 
secretary, who was chairman; D. B. 
Whiting, assistant actuary, and O. T. 
Sullivan, superintendent of agencies. L. 
J. Doolin of the Sales Research Bureau, 
Hartford, was a speaker. Allen Hollis, 
board chairman, was principal speaker at 
the annual banquet. 





Minnesota Agents to Meet 


M. J. Cleary, president Northwestern 
Mutual Life, and three other executives 
from the home office will participate in 
a two-day convention of Minnesota 
agents in St. Paul Jan. 24-25. About 150 
representatives from all parts of the 
state will attend. 

Others from the home office will be 
Grant Hill, agency director; Nelson 
Phelps, assistant agency director, and 
Dr. A. W. Sivyer, assistant medical di- 
rector. P. W. Fahey of Langford & 
Fahey, St. Paul general agents, is in 
charge of arrangements. 





To Meet in Hot Springs, Va. 

The annual agency convention of the 
Equitable Life of Iowa will be held at 
= Homestead, Hot Springs, Va., in 
July. 


John Hancock Wichita Meeting 


H. L. Leavell, Wichita, Kan., general 
agent of the John Hancock Mutual, held 
a_ sales conference there attended by 
Hans Clasen and William Fowler, as- 
sistant general agency managers from 
the home office. 


Alliance Life Conference 


The managers conference of the Al- 
liance Life of Peoria was held at the 
head office this week. President M. A. 
Kern reviewed the record of last year, 
taking up both the results of the com- 
pany at large and each agency. There 
was a discussion of the program for 





























the year and the method suggested for 





production. The managers confereng 
will be followed by meetings in ea 
agency. 


Embry Agency Field School 


N 





The A. M. Embry agency of th Johnson 
> gg agian ” et ogy City wil 
hold a field schoo arch 8-12 unde i 
the direction of F. R. Amthor. The . 
school will end with the annual ha.) 9 and Sales 
quet and party given to the agency } = ers on F 
Mr, Embry. , 
Mutual Trust Western Rallies : ‘d 

A. B. Slatengren, vice-president, ani” i 

. R. Lunoe, superintendent of agen) ale 
cies of the Mutual Trust Life, are if  ieowe 
the midst of an agency trip throug dential o 
Washington and Oregon. They are cor)” ins Life 
ducting meetings in Portland, Seattk) Brown 
Tacoma, Spokane and Wenatchee. Miami: I 





















;. z i tial ordir 

North American Life Meeting [Secreta 

Agents of the North American Life oj) | genstern, 

Chicago in Green Bay, Kewaunee, Clin.) Next n 
tonville, Rhinelander, Antigo, Appleton? 

Marinette, Dunbar and Oshkosh, Wis,)) LAKEL 


will attend a regional meeting as guests) 
of the company in Chicago, Jan. 21-23, in 
reward for the excellent production rer. 
ord the past year. 


ohnson, . 
Sun Life ( 
dent of th 
Inderwrit 
“sales cong 
0. Sam Ct 























COAST |e 
“ing. Pres: 
Deral_sessic 
e ag € 
Hill Agency the Leader : co 
The California agency of the State jwere pres: 
Life of Indianapolis, under A. J. Hill} able Soci 
manager, closed 1937 with leadership oi f § Pasadena, 
all the agencies in paid-for business for} requiremet 
the year, as well as gain in insurance> said. L. 
in force. In addition, California won) Gulf Life, 
six positions on the list of the ten lead-F tions on “ 
ing personal producers for 1937 through-F ton, New 
out the territory. E. L. Buchanan off New Yorl 
Vallejo, Cal., led the whole United F servation 
States for personal production. E. Ef Knowledg 
Nelson of Madera, —" oe S tial in thi 
thur J. Hill, A. Leslie Aron of Saf 
Francisco, Paul Paul of Fresno and Hal § Concentra 
Fraser of Oakland were the other Calf In pros 
fornians represented among the State Bf centrate ¢ 
Life’s “big ten.” » businesslil 
innati, cl 
Death of Fred E. Dudley edit 
LOS ANGELES—Fred E. Dudley, B everybody 





correspondent for THe NATIONAL UNDE FB surance. 
WRITER, died at his home in Glendale, portunity 








Saturday. He was long connected with B who are i 
the home office of the Great Republic B at heart : 
Life and was an active newspaper man — ance. H 
see prosy 
San Francisco Cashiers Elect a proce 
Thomas W. Hoag, Penn Mutual Life, B create in 
has been elected president of the Life B about the 
Agency ‘Cashiers Association of San the impo 
Francisco, succeeding John F. Fixa — Get excit 
Prudential. A. F. White, Phoenix Mu- J enthusias: 
tual, was elected vice-president, succeed- ness, but 
ing Mr. Hoag; V. G. Benedict, Lincoln nical _kne 
National, secretary, and C. W. Toon, & confusing 
Union Central, treasurer. The position over talk. 
of secretary-treasurer was formerly held an argun 
by Mr. White. the pros 
Round table discussions were held on try to sel 
“Assigning Office Leads” led by T. W. Trust M; 
Hoag; “Change of Age Files,” with in- Tust Mi 
troductory remarks by A. F. White, J. H. 
and “Conservation of Business,” with J. First Nat 
F. Fixa leading. the comy 
or 
Reliance Life Coast Conference ton = 
Pacific Coast managers of the Reli- Presid 
ance Life met in San Francisco for 4 Harry K 
business conference with H. T. But- dent Le 
nett, vice-president from the home of- the agen 
fice, and V. J. Adams, superintendent of Litschgi 
agents for the western division wit ant Com 
headquarters in Denver. Managers Stituted 
present for the meeting included R. 5: talked 
Burgard, Seattle; R. W. Earl, Portland; complim 
J. S. Marr, Los Angeles; Nels Nelsot, high etl 
manager, and E. E. Keller, assistant ciples, 
manager, San Francisco. bs 
All agents in the San Francisco bay agent a 
area and their wives were guests of the oe Fee 
company at a luncheon, addressed by Ported 4 
the visiting officials and managers, fol- dents jr 
lowed by an agency meeting. Lakelan: 
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News OF LIFE ASSOCIATIONS 











Johnson Is Florida President 








Cummings Attends Annual Meeting 
TF and Sales Congress—Production Lead- 
ers on Program 












NEW OFFICERS ELECTED 


President—A. LeRoy Johnson, Man- 
ager Sun Life of Canada, Jackson- 
ville. 

Vice-presidents—Earl M. Willis, Pru- 
dential ordinary, Lakeland; H. D. At- 
kins, Life & Casualty, Tampa; W. J. 
Brown, Mutual Life of New York, 
Miami; Mrs. Herbert Felkel, Pruden- 
tial ordinary, St. Augustine. 

Secretary-treasurer—Edward M, Mor- 
genstern, Jacksonville. 

Next meeting—Jacksonville. 
















LAKELAND, FLA—A. Le Roy 
ohnson, Jacksonville manager of the 
Sun Life of Canada, was elected presi- 
nt of the Florida Association of Life 
nderwriters at its annual meeting and 
sales congress here. The attendance of 
Sam Cummings, president of the Na- 
“tional association, featured the gather- 
ing. President Cummings spoke at sev- 
‘eral sessions, including a presentation 
“of his agency analysis plan. 
“Viewpoints of a Young Millionaire” 
Jwere presented by Ron Stever, Equit- 
‘table Society millionaire producer at 
{fF 'Pasadena, Cal. Prospecting is the first 

requirement in successful selling, he 
sag. - B. Robey, agency director 
Gulf Life, gave some practical observa- 
ions on “The Open Road.” F. L. Mor- 
ton, New York City producer of the 
| New York Life, discussed “Estate Con- 
[P servation Through Life Insurance.” 
: | Knowledge of taxing systems is essen- 
"tial in this work, he said. 


Si 
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_ Concentrate on Friends 






























' In prospecting an agent should con- 
‘centrate on friends and relatives in a 
| businesslike way, said Jack Lauer, Cin- 
' cinnati, chairman of the Million Dollar 
' Round Table. He urged agents to fol- 
low the line of least resistance and sell 
_ everybody who can qualify for life in- 
"surance. Charity work offers great op- 
' portunity for making contacts as those 
| who are interested have human interests 
at heart and thus appreciate life insur- 
ance. He urged agents to get out to 
' see prospects. The approach is very 
' important as the first impression makes 
or breaks the sale. The best way to 
create interest is to know something 





id 
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Don’t 
You may win 
' 41 argument but lose a sale. Assume 
© the prospect is ready to buy. Don’t 


| try to sell him,” said Mr. Lauer. 
Trust Man Talks 


' _J. H. Boushall, vice-president of the 
» First National Bank at Tampa, said that 
the companies were less interested in 
' Complicated trust agreements and that 
s the trust companies are in better posi- 
tion to execute trusts. 
President D. L. Smith presided. 
atry Kucher, Metropolitan Life, presi- 
dent Lakeland. association, welcomed 
the agents, and Past President A. W. 
itschgi of Tampa responded. Assist- 
ant Commissioner A. H. Roberts sub- 
stituted for Commissioner Knott and 
talked on departmental affairs. He 
complimented the life agents on their 
high ethics and sound business prin- 
ciples, 
J. B. Webster, Penn Mutual general 
agent at Jacksonville, discussed the 
. U. movement in Florida and re- 
ported 12 units in the state and 27 stu- 
dents in Jacksonville. E. M. Willis, 
Lakeland, ‘state vice-president, presided 





at a luncheon, at which President L. M. 
Spivey, president of Florida Southern 
College, and C. F. Lee, Gainesville the- 
ater executive, spoke. 


Concord, N. H., Sales Congress 


Commissioner Rouillard, Hull, Ma- 
thus, Thomas, Ellis and Wyatt on 
Program 











A number of noted people addressed 
the sales congress held in ‘Concord, 
N. H., sponsored by the Concord Life 
Underwriters Association and the United 
Life & Accident. The United L. & A. 
general agents annual convention was 
held in Concord for three days and the 
congress was a part of their program. 

Vice-president J. M. Thomas, Na- 
tional Life of Vermont, spoke on “Bad 
Men Don’t Buy Insurance.” Commis- 
sioner A. J. Rouillard talked on “Higher 
Ethical Standards,” which he said will 
be required of insurance agents operat- 
ing in the state. Passing mark in ex- 
amination will be raised from 60 to 70 
percent, he said. Unethical selling prac- 
tices will not be tolerated. 


Several Outside Speakers 


R. B. Hull, managing director Na- 
tional Association of Life Underwriters, 
gave his talk on “Sixty-four Million Peo- 
ple—$110,000,000.” R. C. Ellis, New York 
City, general agent Home Life of New 
York, spoke on “Programming,” for 
which he said agents must have knowl- 
edge of the business, intellectual honesty 
and good judgment. 

K. H. Mathus, Sales Research Bureau, 
Hartford, discussed “Prestige Building.” 
C. W. Wyatt, Boston, associate general 
agent P. F. Clark general agency John 
Hancock, spoke on “It Is Easy to 
Prospect.” 

F, A. Morris, Mutual Benefit, and W. 
P. Grant, Aetna Life, were morning and 
afternoon chairmen, respectively. R. P. 
Burroughs, president New Hampshire 
Life Underwriters Association, presided 
at an evening meeting, at which Vice- 
president Thomas of the National of 
Vermont talked. This gathering was 
held in the city auditorium and was 
open to the public. 


Thomas on Motives 


Mr. Thomas said there are many spe- 
cific purposes for which life insurance 
is bought, all boiling down to two funda- 
mental motives, protection of the home 
and family, and financial independence 
for life. He said both these motives are 
virtues, and it is through appeal to such 
virtues rather than to a man’s vices that 
policies are sold. The agent who is 
successful is one who can make his 
prospects visualize anticipated values 
worth more than the real values held 
at present, 





Notable Southwest Programs 





Same Speakers at Congresses in Hous- 
ton, San Antonio, Dallas and Okla- 
homa City 





DALLAS.—With a program of out- 
standing quality, life record breaking 
attendance is expected at the annual 
Tri-City Sales Congress in Texas and 
the Oklahoma City sales congress im- 
mediately following. 

The Texas meetings will be held at 
Houston Jan. 25, San Antonio Jan. 26 
and Dallas Jan. 27, with the Oklahoma 
City meeting the day following. The 
same speakers will attend each of the 
meetings. 

The speakers will be Bert C. Nelson, 
Northwestern Mutual Life, Milwaukee, 
on “Prospecting that Brings More and 
Better Sales”; Grant Taggart, Cali- 
fornia-Western ‘States Life, Cowley, 
Wyo., past chairman of the Million Dol- 





lar Round Table, “Success—a Price to 











MONEY MOON 


The pacemaker month, January, is generally used 
to forecast our year. And yet, success-wise, January 
is only a state of mind, a time of high confidence 


and ambition, a new beginning. 


As salesmen, our plans are predicated on the per- 
sistent belief that success is bound up in a calendar 
year, an arbitrary period of 12 months which can 


be read in advance in the light of January’s success. 


As long as that basis for self-accounting exists, 
then, let’s get in step and make January the money 
moon, the month that will be the gauge of a pro- 
ductive year. No month can be too soon to apply 
the diligence and intelligence which is still and 


always will be the main spring of success. 


STATE MUTUAL LIFE 
ASSURANCE COMPANY 
of 
WORCESTER, MASSACHUSETTS 
Incorporated 1844 





Over 94 Years a Synonym for Security 


















































THE Price IAG OF SUCCESS 


The price tag of success is high. It calls for work, 
vision, initiative and perseverance. To men with 
these qualities and a record of $100,000 of paid-for 
peanee production last year, a residence in either 
ennsylvania, Delaware, New Jersey, Rhode Island 
or Maryland and the feeling that there is no further 
opportunity for growth in their present connection— 
we have an offer and the chance of a lifetime. 
The Bankers National Life Insurance Company is 
giving men of this caliber opportunity to build suc- 
cessful general apneien and assures them that they 


will have every help and promotion to make that 
success a reality. 


If you are interested and feel that you can meet our 
qualifications, then write to William J. Sieger, Viee 
President and Superintendent of Agencies—today. 


BANKERS NATIONAL LIFE 
INSURANCE COMPANY 


MONTCLAIR, NEW JERSEY 
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association, 
pnnounced. 





Northern New Jersey — Association 
embers Will be guests of the Fidelity 
nion Trust Co. of Newark, Feb. 14. 
i I, Totten, vice-president Chase Na- 
ional Bank, New York City, will be the 
icuest speaker. 





Richmond, Va.—T. C. Boushall, presi- 
dent of the Morris Plan Bank of Vir- 
ginia, spoke on “An Insurance Premium 
Savings Plan.” The savings plan, he 
said, offers a means of lightening the 
premium burden of policyholders with 
resultant new business in many cases, A 
number of agents, it was brought out, 
are already using the planand are much 
pleased with it. Announcement was made 
that a C. L. U. study group is being 





Butler, Pa.—Albert Randolph, Penn 
Mutual Life, Pittsburgh, spoke on “Pro- 
ductive Prospects.” W. B. Ferguson, 
Northwestern Mutual, presided. 





Springfield, Mass.—R. B. Hull, manag- 
ing director of the National association, 
talked on the unfair advertising prac- 
tices of savings bank life insurance as 
conducted in Massachusetts. 





Saginaw, Mich.—A. A. Speers, actuary 
of the Michigan Life of Detroit, explained 
the computation of life premiums and 
discussed other phases of actuarial work. 
E. H. Knoop was in charge of the pro- 
gram. 


St. Louis—Paul Speicher, R. & R. Serv- 
ice, will speak Jan. 21. Certificates of 
attainment will be awarded to members 
who satisfactorily completed a 12-week 
educational course sponsored jointly by 
the association ang the General Agents 
& Managers Association, under direction 
of F. M. See, general agent New England 
Mutual Life. 





Wichita, Kan.—A program on indus- 
trial insurance was conducted jointly by 
the Prudential and Metropolitan offices. 
Paul Hill, assistant superintendent of the 
Prudential, spoke on “Historical Back- 
ground of Industrial Insurance in Amer- 
ica,” and W. M. Harvey, assistant mana- 
ger of the Metropolitan, on “The Ap- 
plicability of Industrial Insurance to the 
American Home.” Carnot Brennan, for- 
merly with the Farmers & Bankers and 
the Massachusetts Mutual, and now di- 
rector of the Wichita social security 
office, will speak on “The Social Security 
Act” at the next meeting. Membership 
is now close to 100. 





Cincinnati—A joint meeting will be 
held Jan. 27 with the Cincinnati Corpor- 
ate Fiduciary Association. G. T. Stephen- 
son, author of “Wills” and “Living 
Trusts,” is the speaker. E. A. Olson, 
president Mutual Trust Life, Chicago, is 
the speaker Feb. 8. The annual leaders 
banquet, honoring leading producers of 
each agency in lives and in volume, will 
be held the evening of Jan. 27. President 
T. I, Parkinson of the Equitable Society 
is the principal speaker. 





Toledo, 0.—Elmer L. Weimer, Marion, 
0., district agent John Hancock Mutual 
Life, spoke Thursday. 





Little Rock, Ark.—Joe S. Maryman of 
the Aetna Life spoke on “Direct Selling.” 





Charlotte, N. C—O. Sam Cummings, 
president of the National association, 
stressed the importance of life insurance 
as “the greatest distributor of wealth 
the world has ever known.” 





Kansas City, Mo.—Bert C. Nelson, 
Northwestern Mutual Life, Milwaukee, 
spoke Jan. 20. ° 





Greensboro, N. C.—The sales congress 
Was attended by about 300. The meeting 
Was opened by Julian Price, president 
Jefferson Standard Life. The Borden & 
Busse film was presented. The presidents 
of various local associations in the state 
discussed the idea of forming a state 
association. 

Sales congress speakers included Com- 
missioner Boney; H. J. Johnson, Penn 
Mutual general agent of Pittsburgh; A. 
M. Lumpkin, chairman of the board 
American United Life. 


Minneapolis—Dr. Henry W. Cook, vice- 
President and medical director of the 
Northwestern National Life, discussed 
various phases of life underwriting from 
the home office standpoint. 
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W. B. Ackerman Is Honored 


Members of the general agency of 
John Hancock at Cincinnati presented 
General Agent W. B. Ackerman with a 
brief case at an agency party. Arrange- 
ments for the affair were in charge of 
the newly organized women’s division. 


Bruehl Leads in Conservation 


The W. A. R. Bruehl & Son agency 
of the Home Life of New York, Cin- 
cinnati, led all company agencies in im- 
provement in conservation of business. 
Through the work of Lauretta Brown, 
cashier, and G. J. Willis, 600 premiums 
were collected in December with but one 
lapse, making a new record for the com- 
pany. Miss Brown and other leading 
cashiers will be guests at the home of- 
fice Jan. 19-21, when they will be ex- 
tensively entertained. 


Akron Wins Trophy 


The President’s Silver Trophy of the 
Ohio State Life was formally presented 
to the Akron, O., agency at a dinner in 
Akron. Cash awards were made to E. 
M. Sinclair and other leading producers. 
The home office was represented by 
President Claris Adams, C. E. Schil- 
ling, vice-president and medical direc- 
tor; Frank L. Barnes, agency vice-presi- 
dent and W. V. Woollen, superintend- 
ent of agencies. 


SOUTH 


He Wants More Restrictions 




















Commissioner Daniel of Texas Recom- 
mends Added Safeguards for Life 
Companies Organized in That State 





Commission Daniel of Texas, in his 
report, states that he believes that the 
law with reference to the organization 
of stock life companies in the state 
should be amended to require not less 
than $250,000 capital and surplus before 
a permit is granted to operate. He also 
believes the law permitting the organiza- 
tion of mutual legal reserve companies 
should be materially changed or re- 
pealed. He said it is impossible for any 
organization to succeed under the pres- 
ent law. He recommends that the law 
be amended not to permit the organ- 
ization of such companies without a 
contributed surplus of $250,000. He also 
recommends that the investment law be 
amended to prevent any company from 
investing more than 5 percent of its as- 
sets in a home office building or loaning 
more than a reasonable percentage to 
any one person or corporation or in- 
vesting in any one project. 


Reports 868 Carriers 


There are 868 insurance carriers of 
all kinds operating in Texas, of which 
373 are chartered in Texas and 495 in 
other states. There are only six stock 
fire companies and there are 33 stock 
life companies. There are 17 stock cas- 
ualty and surety. The 33 Texas legal 
reserve stock life companies and the 14 
legal reserve mutuals have insurance in 
force $1,231,723,919. The outside com- 
panies have in force $1,537,946,740. 


Conducts Little Rock School 
Barney Pearson of the research de- 
partment of the American United Life 
conducted a school in Little Rock, Ark., 
for agents of the G. H. Lewis agency. 








Kentucky Misrepresentation Bill 


FRANKFORT, KY.—Senator Buck- 
ley has introduced a bill providing that 
no misrepresentation made in obtaining 
a life or A. & H. policy shall render the 
policy void, unless the matter misrep- 
resented shall have actually contributed 





to the contingency or event on which 
the policy is to become due and payable, 
and whether it so contributed in any 
case shall be a question for the jury. 








INDUSTRIAL 


Good Morning, Neighbor! 

LOUISVILLE—A. L. Noe, president 
Lincoln-Income Life of Louisville, in 
addition to being the first Louisville 
agent to write over $1,000,000 personal 
business, before he organized the Lin- 
coln-Income in 1929, also is president 
of the unique “Good Morning Club” 
which he founded in 1924. The club 
now has over 8,000 members, including 
prominent business and_ professional 
men, important politicians and others. 

Mr. Noe believes more good fellow- 
ship is needed and members greet each 
other with a friendly “Good Morning” and 
the number of their memberships. Each 
member carries a card as a means of 
identification. The club is non-sectarian 
and non-political and its members pay 
no dues, its organization being main- 
tained by its president and founder. The 
club’s slogan is “Let’s help our fellow 
men and go through life smiling!” 


Metropolitan Manager Falls Dead 


H. R. Jones, 54, manager of the 
Metropolitan Life at Florence, S. C,, 
dropped dead in his office there. He 
had been with the Metropolitan for 29 
years, going to Florence in 1924 and 
becoming district manager in 1930. 


P. M. Woods Is Dead 


P. M. Woods, manager of Brooklyn 1 
for the John Hancock Mutual Life, died 
after several years of failing health. 
When he was 13 years old, Mr. Woods 
came to America from Ireland and was 
employed by the ‘Cohoes, N. Y agency 
of the John Hancock in 1891. His ap- 
pointment to district manager of the 
Troy and Buffalo offices came in 1893, 
and he managed the Brooklyn 1 District 
from December, 1900, until his death. 


Proposes New York Study 


ALBANY-—State Senator Elmer P. 
Quinn, New York City, has introduced 
a resolution to set up a committee to 
study the conduct of the weekly-pre- 
mium life insurance plan in this state. 


Hild in St. Louis Post 


George A. Hild has become manager 
of district No. 1 of the John Hancock 
Mutual Life. He formerly was assist- 
ant district manager of the No. 2 district 
in Detroit. 


Has Million in Ordinary 

The Missouri Insurance Company of 
St. Louis has passed the $1,000,000 
mark in ordinary life insurance in force, 
a little more than seven months after 




















the company started to write ordinary. 
Agency affairs in Missouri are in charge 
of Paul L. Temple, agency director. 


One of his chief problems is to train in- 
dustrial agents in the production of or- 
dinary business. 





Die for Insurance Murder 


BOSTON—Frank and Anthony Di- 
stacio, father and son, of Revere, Mass., 
died in the electric chair at Charlestown 
for the slaying of Daniel Crowley, a 
west end laborer, in Hudson, May 6, 
1935, in a plot to obtain $20,000 insur- 
ance money. Crowley was killed and 
his body burned in an automobile and 
an attempt made to prove it was the 
elder Distacio’s body, while Distacio’s 
son was to collect the insurance policy 
on his father. 














CAN YOU OFFER THIS 
PRIVILEGE to PROSPECTS? 


The policyholder may deposit 
funds with the company for 
future premium payments, up 
to one-half the face amount of 
the policy. The company guar- 
antees 314% interest, payable 
quarterly, and the funds are 
withdrawable. Attractive to life 
insurance prospects ...a boon 
to life insurance agents in re- 
ducing lapses. Do you have it? 
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charter approved 
January 17, 1850 at fourth meet- 
ing of incorporators in office of 
Edgar S. Van Winkle, Esq., 
No. 90 Merchants Exchange, 
New York City. 


Company’s 





January 17, 1850 


During the entire 88 years since the signing of its char- 
ter The United States Life has kept abreast of the times, 
giving policyholders the benefit of each new develop- 
ment in life insurance. 
but lightly on this progressive institution. It now offers 
continuing, world-wide service, a rapidly expanding 
domestic business and a full line of sound, guaranteed- 
cost policies. A profitable future for agents in a fast- 
growing Company with a proud past. 


THE UNITED STATES LIFE 
INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
101 Fifth Avenue 


Venerable age rests honorably 


New York, N. Y. a 
ince 1850 
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LEGAL RESERVE FRATERNALS 





Hearing on Proposed Code 





National Fraternal Congress Commit- 
tee to Attend Session at Albany, 
N. Y. 





There will be a hearing in Albany 
starting at 10 a. m., Jan. 27, on the 
fraternal section of the proposed New 
York insurance code. The National 
Fraternal Congress will be represented 
by a special committee, most of whose 
members plan to attend the hearing. 
The chairman is Rainey T. Wells, 
Woodmen of the World, the other mem- 
bers being James Mann Miller, Chicago, 
Woman’s Benefit; T. H. Cannon, Chi- 
cago, Catholic Order of Foresters; A. 
W. Fulton, Chicago, Security Benefit; 
Fred A. Service, Sharon, Pa., general 
counsel Protected Home Circle; H. L. 
Ekern, Chicago, president Lutheran 
Brotherhood; E. J. Jeffries, Jr., general 
counsel Maccabees, and A. R. Talbot, 
Lincoln, Neb., Modern Woodmen; Mrs. 
Dora Alexander Talley, head of the 
Woodmen Circle and N. F. C. presi- 
dent; C. L. Biggs, Maccabees, N. F. C. 
vice-president, and F. F. Farrell, execu- 
tive secretary N. F. C., also are expected 
to attend. 


Oppose Some Provisions 


The fraternals find a number of in- 
novations in the New York code frater- 
nal section are worth while, but they 
are opposed to several provisions, and 
generally the change in phraseology in 
many places from the more or less 
pretation. The fraternals believe in 
many instances the old phraseology is 
preferable since everyone knows pre- 
cisely what it means in the light of 
standard phrasing of fraternal codes as 
interpreted by court decisions. 





Aleshire Given a Warm Hand 


New President of the Modern Wood- 
men Was Tendered a Banquet as He 
Assumed New Position 








ROCK ISLAND, ILL.—O. E. Ale- 
shire of Chicago, newly elected national 
president of the Modern Woodmen, and 
Mrs. Aleshire, were welcomed here on 
behalf of city officials, civic organiza- 
tions and Woodmen camps at a huge 
dinner attended by more than 400 per- 
sons, many of whom were from out of 
the city. The banquet occurred on the 
50th anniversary of Mr. Aleshire’s in- 
duction into fraternal ranks. 


Ray Was Master of Ceremonies 


Mr. Aleshire was introduced to the 
audience by E. J. Bullard of Detroit, a 
director and chairman of the finance 
committee. National Secretary J. G. 
Ray was master of ceremonies and 
called attention to the fact that Mr. 
Aleshire is the first president of the 
society to live in Rock Island. Mayor 
Galbraith welcomed the newcomers to 
the city. The Modern Woodmen em: 
ployes 350 persons here and has an an- 
nual payroll of $450,000. Nearly half 
of the employes are home owners. W. 
A. Rosenfield, president of the Rock 
Island chamber of commerce, stated 
that he had known Mr. Aleshire for 20 
years and predicted that he would take 
a prominent place in civic affairs in the 
city. President R. A. Walsh of the 
junior chamber of commerce also ex- 
tended a welcome. Judge Forest Dizo- 
tell, speaking on behalf of the 2,500 
Modern Woodmen people in Rock 
Island added his word of greeting. Col. 
Ernest Bouldingheuse of Aledo, Rock 
Island district manager of field forces, 
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A Legal Reserve Fraternal Life Insurance Association for Men, Women, 
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Money invested in Life Insurance is 
worth just what it is represented to 
be when the Insurance was bought. 


money into Life In- 
a great resource in 


Those who put 
surance find it 
days of trouble. 


Life Insurance used to be called 





Men make money in their own business 
and then lose it in the other fellow’s 


‘equipped to offer a complete Life In- 


Equitable Reserve Association 
NEENAH, WISCONSIN 


(Forty Years of Proven Service) 


“Die Insurance.” You had to die to 


get the money. 

Today men and women buy—“Living 
Insurance.” 

With its Legal Reserve Policies, com- 
pletely modernized, for Men, Women 
and Children, this organization is well 


surance program. 




















spoke for that group and stated that 
$57,000 of new insurance had _ been 
written in camps in the Rock Island dis- 
trict in the last 60 days. C. W. Peterson 
of Chicago, secretary of the largest 
camp in the society and the one to 
which Mr. Aleshire belongs, presented 
him with a 50-year service button. 

Mr. Aleshire stated that he had al- 
ways been interested in public affairs 
and that he would participate as well 
as he could in Rock Island activities. 
He predicted a new day for the Modern 
Woodmen. He said that it is the largest 
organization of its kind in the state and 
ranks high among all life insurance in- 
stitutions. It is engaged, he said, in a 
nation-wide effort to afford protection 
for the common American home. He 
complimented those present on their en- 
thusiasm and urged that it be carried 
into action. Harry Hoffman acted as 
general chairman of dinner arrange- 
ments. 

Secretary Ray introduced the follow- 
ing officials and other guests: 

F. M. McDavid, Springfield, Mo., di- 
rector; National Treasurer Henry F. 
Turner, Paducah, Ky.; W. W. Gordon, 
Kansas City, Kan., director; R. H. Tal- 
bot, Lincoln, Neb., director; C. A. Ny- 
quist, St. Paul, Minn., chairman, board 
of auditors; Otto Werkmeister, Milwau- 
kee, member; H. S. Redkey, Muncie, 
Ind., member, board of auditors; M. R. 
Smith, superintendent of agents; John 
C. Phillips, assistant to national presi- 
dent; Tom Haege, Peoria, IIl., state 
manager; Paul Harris of the field de- 
partment; D. L. Williams, Chicago, for- 
mer district manager; C. W. Peterson, 
Chicago, secretary of Chicago camp No. 
3052, the society’s largest camp; Hugh 
Moore, Chicago; J. R. Trout, Indian- 
apolis, state manager of Indiana; N. L. 
Goodbar, Indianapolis, district manager; 
J. M. Fitzsimmons, manager invest- 
ment department; H. R. Taylor, actu- 
ary; W. E. Velso, Aledo, IIl., farm cus- 
todian; Postmaster John J. McCarthy 
of Rock Island; Assistant Postmaster 
E. L. Strate of Rock Island; H. E. Wil- 
son, city editor of the “Argus”; Lynn 
Ash of the “Argus” editorial depart- 
ment; Maurice S. Colehour of the Dav- 
enport “Times.” 





Presidents Section Program 





Noted Speakers Are Scheduled at 
Chicago Mid-Winter Meeting of 
N.=F. C, 





Program for the Presidents Section 
meeting of the National Fraternal Con- 
gress to be held in Chicago Feb. 21-22 
during the mid-winter meeting of N. F. 
C. sections there, is announced by E. W. 
Thompson, president of the Presidents 
Section and supreme commander of the 
Maccabees, Detroit. 

Several well known outside speakers 
have been secured, including Dr. Mel- 
chior Palyi, professor of economics, 
University of Chicago. Dr. Palyi will 
remain on hand the afternoon and eve- 
ning of Feb. 21 prepared to answer 
questions. A. O. Benz, head of the Aid 
Association for Lutherans, Appleton, 
Wis., is first vice-president; Asa Smith, 
New England Order of Protection, sec- 
ond vice-president, and W. C. Below, 
Fidelity Life, secretary-treasurer. The 
complete program is: 


Feb. 21, 10 a. m. 


Call to order, President Thompson. 

Reading and approval of minutes, by 
Secretary-Treasurer Below. 

Singing “America.” 

Brief report, by President Thompson. 

Greetings, Mrs. Dora Alexander Talley, 
president National Fraternal Congress. 

Adjournment for lunch. 
2p. m. 

Address, “Economics of Cheap Money,” 
Dr. Melchior Palyi. 

Address, “The Legal Future Status of 
Fraternal Benefit Societies,” James Mann 
Miller, general counsel Woman’s Benefit. 


Feb. 22, 10 a. m. 


Call to order. 
Singing “America.” 
Address, “The Necessity of Unity on 


the Part of Fraternal Benefit Societig 
Thomas H. Cannon, high chief rangy 
Catholic Order of Foresters, Chicago, 

Address, “The Fraternal Hope y 
Future,” S. H. Hadley, president Py, 
tected Home Circle, Sharon, Pa. 

Adjournment for lunch. 
2p. m. 

Address, “Municipal Research Work’ 
Frederick L. Bird, municipal resear) 
work, Dun & Bradstreet. 

Address, “Promotion Work,” De 3 
Bradshaw, president, Woodmen of th 
World, Omaha. 





Royal Highlanders Figures 
for 1937 Are Reported 


President W. E. Sharp of the Roya! 
Highlanders, which since May, 1937, ha 
been a mutual legal reserve life com 
pany, gives some figures on year-end re. 
sults. He explains the company is just 
getting started with the new plan and re. 
port as of Jan. 1 now is in process of 
preparation. The figures represent a fey 
months operation as a fraternal and the 
balance on the mutual legal reserve plan, 
Also, operations were interfered with to 
some extent in making the changes, and 
field work suffered slightly for some time 
until new policies and new forms of all 
kinds were ready for use. 

Financial conditons as of Jan. 1, a 
shown by the statement of C. A. Smith, 
secretary-treasurer, was: Total death and 
disability benefits paid to date over $11, 
300,000; dividends paid on participating 
ideal reserve policies, from April 1, 1939, 
to date over $225,000; balance, Dec, 1, 
1937, $4,745,930; receipts — premiums 
$31,101, interest on investments $18,429, 
profit on sale of real estate $562, and other 
small items totaling about $100. Dis- 
bursements—warrants 





in payment of | 
death, old age, cash withdrawals and cur- | 
rent expenses $30,899, tributary castle | 
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general funds $29, dividend credits re- | 


deemed $1,553. 


in depository banks $58,532. 


Oklahoma Tax Fight Breaks 
Out Again in Board 


OKLAHOMA CITY — Oklahoma's 
effort to collect premium tax and license 
fees from fraternals flared anew when a 
meeting of the state fraternal insurance 
board was called for the purpose of re- 
scinding action of Nov. 22 refusing 
licenses to about 28 societies. At the meet- 
ing action on a motion made by Assist- 
ant Insurance Commissioner Farris 
Petree, representing the commissioner, 
proposing to grant licenses to all com- 
panies that met state legal requirements, 
was deferred until this week. 

Almost coincident with the meeting 
was a hearing in U. S. district court when 
three judges heard reasons why three 
members of the state fraternal board 
should not be cited for contempt because 
they voted to refuse licenses, contrary to 
a federal court injunction issued a year 
or more ago, prohibiting the board from 
interfering with the societies’ business. 
The defendants were Clem Moran, Mus- 
kogee, Mrs. Lizzie West, Chickasha and 
Don Anderson, Oklahoma City, who suc- 
ceeded Commissioner Read as secretary 
of the board. 

Defendants were given 80 days for fil- 
ing affidavits and briefs before definite 
action would be taken by the court. The 
case was heard by Judge Vaught of Ok- 
lahoma City and Judge Hennamer, 
Tulsa, of the federal district court, an 
Judge Bratton, Albuquerque, N. M., 
S. circuit court of appeals. 











New York Congress to Meet 


The annual meeting of the New York 
Fraternal Congress to be held in the 
Onondaga Hotel Syracuse, N. Y., Feb. 
4, will start with a luncheon at 12:30 
p. m. The proposed New York insur- 
ance code fraternal section will be pre- 
sented for discussion For this reason 





President E. R. Deming asked that all 





Investments and cash | 
on hand—bonds and other securities | 
$1,984,286, loans and real estate $2,500,- | 
392, policy loans, $220,426, cash on hand | 
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‘eties be represented. A dance and 
ae will be held in the evening. 


Smith Appointment Popular 





New Superintendent of Agents of 
Modern Woodmen Is Man of Dy- 
namic Personality 





Much interest is taken in the fact that 
Maurice R. Smith has been made su- 
perintendent of agents for the Modern 
Woodmen of Rock Island at the head 
ofice. Mr. Smith is a man of dynamic 
personality and will undoubtedly inject 
new spirit into the organization. He 
has heretofore been located in Kansas 





MAURICE R. SMITH 


City as commanding general of the 
Modern Woodmen’s forester depart- 
ment. He had held that position since 
1925. In 1923 he was placed in charge 
of one of the first state forester en- 
campments at Sedalia, Mo., held in con- 
nection with the Missouri state fair. He 
first served as commander at the na- 
tional encampment held in conjunction 
with the Chicago head camp in 1925. 
Following that meeting he was made 
commanding general of the forester de- 
partment. He attended Andover Acad- 
emy and graduated from Yale in 1917. 
He rose from private to major during 
the war and was recommended for the 
distinguished service cross. He was the 
first man to jump in the new American 
army type parachute. 
Other changes in the Modern Wood- 
men include the election of John C. 
Phillips of Rock Island as assistant to 
the national president and E. L. Angle, 
also of Rock Island, as secretary to the 
national secretary. Mr. Phillips has 
been with Modern Woodmen since 1912, 
Starting as a file clerk. Since 1929 he 
has been secretary to National Secre- 
tary J. G. Ray. He has been in charge 
of head! office personnel and has served 
as secretary of the head camp law com- 
mittee. 

Mr. Angle has been connected with 
the head office about nine years, lately 
being personal secretary to Mr. Ray. 


Be 








Course in Legal Reserve 


Principles Is Offered 


A course on the principles of legal re- 
serve fraternal life insurance and how 
to sell it is to be offered by the extension 
department of the University of Wis- 
Consin. This is believed to be the first 
fraternal course ever arranged, although 
the principles of legal reserve life in- 
surance are taught in a number of edu- 
cational institutions and many universi- 
ties and colleges assist by conducting 
fxaminations for the Chartered Life 

nderwriter designation. 

M. W. Voris, Wisconsin state manager 
Ben Hur Life, is president of the Fra- 
ternal Underwriters Club of Milwaukee, 











which assisted in arranging for the 
course. The first class will meet Mon- 
day, Feb. 7, and the course will continue 
17 weeks, with classes meetings from 10 
a. m. to noon (Monday mornings. 


Offers Aid to City 


DETROIT—An offer of a $1,000,000 
loan to enable the city of Detroit to 
participate in an advance of $9,000,000 
for additional federal housing projects 
was made to Mayor Reading by the 
Maccabees, through Supreme Com- 
mander E. W. Thompson. 


Alliance Life Men at Annual 
Rally Hear of Gains 


PEORIA, ILL.—Agency leaders of 
the Alliance Life eathered at the home 
office this week for their annual three- 
day conference. Fifty general agents 
and supervisors attended besides offi- 
cials. 

Production and conservation records 
of each agency were analyzed by B. T. 
Kamins, assistant agency director, who 
served as chairman. President M. A. 
Kern expressed his pleasure over the 
accomplishments of the agency organ- 
ization during 1937, which resulted in 
the production of over $15,000,000 of 
new written business, a substantial in- 
crease. L. D. Kern, secretary, reported 
a satisfactory gain in assets, and stated 
that favorable real estate conditions had 
resulted in numerous sales of proper- 
ties, at considerably higher figures than 
the appraised value. 

Trophy winners were announced by 
Elmer G. Atkinson, agency secretary. 
Service trophy for highest renewal rec- 
ord went to Charles Reinecke of IlIli- 
nois; conservation trophy for highest 
second year renewal record to E. W. 
Nuechterlein of Michigan; and presi- 
dent’s trophy for the highest attainment 
of production quota, to Joseph B. Dex- 
ter, also of Michigan. 

The program covered review of 1937 
records, announcement .of a new rate 
book, and company plans for agency 
development in 1938. The company 
does not contemplate any extensive ex- 
pansion of its activity beyond the states 
in which it is already operating, but will 
carry on an intensive agency building 
program, details of which were revealed 
by President Kern and other agency 
officials. 

Officers of the company were hosts 
at a banquet Tuesday evening in honor 
of the men attending the conference. 














Reliance Life Illinois Rally 


Thirty-two members of the Illinois de- 
partment of the Reliance Life and guests 
attended a luncheon in Chicago which 
was featured by an address by J. F. 
Johns, superintendent of agencies from 
the head office. He discussed the effect 
on life insurance selling of current busi- 
ness conditions, the trend toward greater 
leisure in industry and changing mer- 
chandising technique. 

Miss Joy Luidens, secretary Chicago 
Association of Life Underwriters, was 
also a luncheon speaker. 

Manager William C. Peck presided at 
a business session preceding the lunch- 
eon. Among the speakers at that time 
were Bert Adams, District Managers C. 
P. F. Waidler, Walter Tatham, R. E. 
Keeley, H. E. English, Jack Emercik 
and Assistant Managers C. W. Boni- 
field and Harold W. Baird. 


Publishes New Record Form 


Charles W. Eakeley of East Orange, 
N. J., who has been in the life insurance 
field in Essex county, N. J., for 30 years 
and is with one of the largest life com- 
panies in the east, has just placed on the 
market a “Production Record for Life 
Insurance Underwriters,’ which will be 
of much value to the men in the field. It 
consists of 12 pages, with a work sheet 
for each month of the year, and is de- 
signed to help every man in the field 
toward a systematic effort in securing 
business. 
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Another Link in Our 
Chain of Protection 
* 


MONTHLY INCOME 
DISABILITY CERTIFICATE 


AN OLD AGE BENEFIT @ AT AGE SIXTY-FIVE 








A Certificate that Protects YOU 
while you live and 
YOUR DEPENDENTS when you die 




















A New Monthly Income Disability Certificate is now 
being issued by the Independent Order of Foresters, 
an organization that has made a feature and success 
of issuing certificates, with Disability Benefits, based 
on its experience of over half a century. 


It is a modern plan for the business man, that fits well 
in this mechanized age when disability is more common. 


AND NOW! 


after nearly sixty years’ experience in the success- 
ful issuing of Total and Permanent Disability 
Benefits, The Independent Order of Foresters 
issues this. new, all-embracing protective certi- 
ficate. 


IT REACHES FAR 
beyond the scope of ordinary insurance protection 
—it insures some income in the event of total and 
permanent disability. 


IN THESE DAYS 
of strenuous living, fast travel and automobile 
transportation, the disability hazard has become 
real to an extent never before experienced. The 
wise man will fortify himself against this risk; 
keeping in mind, that it will not always be the 
other fellow who gets hurt or incapacitated. 


WRITE TODAY FOR FULL PARTICULARS 
ON THIS 


Modern Plan of Protection 


THE INDEPENDENT 
ORDER OF FORESTERS 


FRANK E. HAND, 
Supreme Chief Ranger 


Temple Building, 
Toronto, Canada 
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News ABOUT 


LiFE POLICIES 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 
in Policy Literature, Rate Books, etc. Supplementing the “Unique Manual- 
Digest” and “Little Gem,” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Mutual of N. Y. Revises Scale 


Reduction of 10 Percent for 1938— 
Not Down to 1936 Level—3.2 Percent 
on Proceeds 








The Mutual Life, N. Y., is making a 
reduction in its dividend schedule for 
1938. Although the reduction is heaviest 
at the longer durations and on the higher 
premium policies, the average is about 
10 percent and does not quite bring the 
schedule down to the level of 1936. The 
rate of interest on policy proceeds and 
dividend accumulations for 1938 will be 
3.2 percent. 

Ordinary Life 





s 25 35 45 55 

ee $21.49 $28.11 $39.55 $60.72 

5.50 6.27 7.57 10.45 

5.54 6.29 7.63 10.54 

5.56 6.31 7.69 10.64 

5.58 6.34 7.75 10.72 

5.59 6.36 7.82 10.77 

5.63 6.42 7.90 10.88 

5.65 6.44 8.00 10.97 

5.70 6.49 8.12 11.08 

5.75 6.54 8.23 11.18 

5.80 6.61 8.37 11.29 

5.85 6.69 8.51 11.45 

5.93 6.81 8.68 11.67 

6.01 6.94 8.87 11.88 

6.08 7.08 9.03 12.11 

6.18 7.22 9.21 12.34 

6.28 7.39 9.41 12.60 

6.39 7.57 9.62 12.89 

6.49 7.74 9.82 13.16 

6.57 7.90 9.96 13.36 

6.65 8.03 10.10 13.52 

20 Pay. Life 20 Year Endow. 

Ages 25 s ‘ 5 : 4 
$ 

Prem 31.83 38.34 48.52 49.19 51.47 56.69 

| ae 6.58 7.33 8.50 7.49 8.02 8.93 

Rapes 6.60 7.34 8.54 7.48 8.01 8.95 

AS 6.59 7.84 8.59 17.45 7.98 8.97 

ae 6.59 7.85 8.63 7.42 7.97 8.98 

eee 6.60 7.35 8.66 7.39 7.95 9.00 

Siaese 6.60 7.37 8.74 7.86 7.94 9.04 

: ae 6.62 7.39 8.80 7.84 7.92 9.08 

Rise tie 6.65 7.41 8.88 7.33 7.90 9.12 

bined 6.66 7.43 8.96 7.80 7.89 9.16 

| ee 6.70 7.48 9.04 7.28 7.89 9.20 

Disses 6.72 7:53 0.138 7.27 7.01 9.26 

| ae 6.78 7.60 9.24 7.28 7.93 9.30 

| 6.81 7.70 9.86 7.27 7.96 9.36 

| RR 6.86 7.79 9.46 7.26 7.99 9.39 

| ae 6.93 7.88 9.57 7.26 8.02 9.42 

| ee 7.00 7.99 9.69 7.27 8.03 9.45 

|) ae 7.07 8.09 9.79 7.27 8.06 9.45 

Ls 7.13 8.19 9.87 7.25 8.05 9.42 

Pacer 7.16 8.26 9.91 7.23 8.01 9.34 

a 7.20 8.82 9.90 7.17 7.92 9.21 


General American Dividends 

The General American Life has issued 
a new illustrative dividend schedule for 
policies issued at premium rates effec- 
tive Aug. 15, 1937. These dividends are 
prepared on reasonable assumptions to 
illustrate what the dividends might be 
if the assumptions used are borne out 
by actual experience. The new scale 
shows a fair increase over the illustra- 
tive schedule issued at the time the new 
rates took effect. Sample dividends on 
the more popular plans are shown be- 
low for age 35: 


20 Life 20 End. Term 
Policy Ord. Pay Pd.up Yr. Age _ to 
Year Life Life 65 End. 65 65 
Rise $2.66 $3.04 $3.32 $4.56 $3.38 $1.09 
Boasesk 2.81 3.34 3.60 4.99 3.65 1.16 
Ccy sax 2.96 38.62 8.82 5.41 3.91 1.26 
Disses 3.20 3.96 4.09 5.87 4.21 1.37 
RO. e5i055 4.29 5.60 5.34 8.24 5.71 1.94 
ie 5.48 7.40 6.73 10.87 7.35 2.57 
- ee 6.76 9.88 8.26 13.80 9.15 3.25 





Writing Salary Allotment 


The Kansas City Life Jan. 1 began 
writing salary allotment business on all 
forms for any sound financial concern. 
The minimum number of employes is 
five, and minimum coverage $10,000. The. 
monthly premium is one-sixth of the reg- 
ular semi-annual premium. 


Report Is Denied 

The Connecticut Mutual states that 
the rumor that it might enter the ju- 
venile insurance field is not substanti- 
ated by any facts. 





Home Life Reduces Dividends 


New Scale Takes Into Consideration 
Prevailing Interest Earnings — Pays 
3.75 Percent on Proceeds 








The Home Life of New York dividend 
schedule for 1938 has been slightly re- 
duced as compared with the 1937 sched- 
ule. This reduction is due, primarily, to 
interest. earning conditions and there- 
fore is larger at the longer durations and 
for higher premium contracts where in- 
terest on the reserve pays a larger part 
in the dividend calculation. Although 
the dividend reduction varies with age, 
duration and plan of insurance, the gen- 
eral average is somewhere in the neigh- 
borhood of 10 percent. Interest on divi- 
dend accumulations and on policy pro- 
ceeds will be at the rate of 3.75 percent 
for 1938. The accompanying table gives 
a brief outline of dividends under the 








new scale: 
| Preferred Whole Life 
Ages 25 35 45 55 
PROM. och $17.49 $22.90 $32.39 $50.15 
1 2.83 2.61 2.14 1.61 
2.92 2.67 2.19 1.70 
3.00 2.73 2.25 1.78 
3.09 2.79 2.32 1.87 
3.18 2.86 2.40 1.96 
3.29 2.97 2.50 2.10 
. Reet AA 3.42 3.08 2.63 2.27 
ee 3.57 3.21 2.79 2.48 
ee ey 3.73 3.36 2.97 2.71 
ee 3.90 3.52 3.15 2.95 
eee 4.04 3.66 3.34 3.20 
| Eee 4.18 3.82 3.53 3.47 
| een 4.32 3.96 3.71 3.73 
| Sa Re 4.43 4.10 3.88 3.98 
| are 4.55 4.22 4.04 4.22 
| ar 4.66 4.33 4.19 4.45 
| ere 4.75 4.44 4.34 4.67 
| es een 4.82 4.53 4.46 4.88 
BW s-bh.o ska’ 4.87 4.60 4.56 5.05 
| eee 4.88 4.62 4.60 5.19 
20 Pay. 
End. Age 85 End. Age 85 
Ages * 4 , 25 35 45 
$ $ $ 
Prem 20.22 26.49 37.36 30.20 36.33 45.90 
ae 2.94 3.12 3.26 3.29 3.48 3.57 
Se 3.01 3.20 3.33 3.41 3.61 3.70 
ae. 3.10 3.27 3.41 3.55 3.74 3.85 
Beecacs 3.20 3.36 3.53 3.71 3.89 4.03 
5 ieee 3.31 3.45 3.66 3.88 4.05 4.23 
ae 3.43 3.57 3.82 4.07 4.25 4.47 
3.58 3.71 4.00 4.29 4.47 4.74 
Bows 3.74 3.87 4.28 4.538 4.738 5.08 
Dart 3.91 4.06 4.50 4.79 5.01 5.45 
Bik sc 4.11 4.25 4.78 5.08 5.31 5.85 
er 4.29 4.438 5.08 5.387 5.62 6.27 
| ee 4.48 4.63 5.41 5.67 5.95 6.74 
_ 4.64 4.81 5.73 5.95 6.28 7.21 
Boe o.0. 4.80 5.00 6.03 6.22 6.61 17.67 
Becca 4.96 5.20 6.34 6.50 6.96 8.14 
| See 5.12 5.40 6.66 6.79 7.32 8.64 
eee 5.28 5.59 6.98 7.09 7.69 9.14 
| ae 5.41 5.78 7.28 7.386 8.06 9.65 
. ee 5.51 5.95. 7.55 7.62 8.41 10.14 
Re 5.58 6.07 7.79 7.83 8.73 10.61 





Double Indemnity Clause Now 
Includes Passenger Flying 





_ Combined experience of life companies 
in covering the hazard of commercial 
flying has been such that the Continental 
American has liberalized and broadened 
its double indemnity provision to cover 
flying “as a fare-paying passenger in a 
licensed passenger aircraft owned and 
operated by an incorporated passenger 
carrier and while piloted by a licensed 
passenger pilot over a definitely estab- 
lished regular passenger route of such 
carrier and between definitely established 
airports.” 

Flying or other participation in aero- 
nautic operations of a nature other than 
that precisely described by the clause 
above is not covered by the double in- 
demnity provision, D. E. Jones, vice- 
president and secretary, stated. 

“Because of the smallness of the dou- 
ble indemnity premium,” he commented, 
“there is not in it the margin to cover 
the hazard of commercial flying to the 





same extent as in a life insurance pre- 
mium. Therefore, it is probable that 





there will be some cases where commer- 
cial flying is involved upon which the 
company will be willing to issue life 
insurance at regular rates, but will be 
obliged either to charge an extra pre- 
mium for the double. indemnity provi- 
sion, or, possibly, not issue ‘it at all.” 

his broadening of the double in- 
demnity provision, he said, puts the com- 
pany in line with life companies which 
are the most liberal in this respect. 





Acacia Policies Stylized 

Acacia Mutual policies since the first 
of the year have been issued in the 
legal brief form, drafted by the policy 
revision committee, Howard W. Kacy, 
chairman. 

The policy displays a border in deep 
green with stylized Acacia leaf motif, 
and with the Acacia charter slogan 
bannered into it. Border design is by 
George Lohr. A night scene of the 
Capitol dome, photographed by Hory- 
dczak, completes the art portion. Type 
is monotype deepdene. Gravure print- 
ing is on all-rag titanium content bond. 
Acacia’s $250 sight draft is done by 
letterpress on green check safety paper. 
The jacket design repeats the same 
Acacia leaf motif, done in gravure and 
letterpress on all-rag bond. 


C.L.U. NEWS 


Fordham C. L. U. Course 


Is Only University in N. Y. City Sched- 
uled to Give Review; Lectures by 
H. M. Faser, Jr. 

















NEW YORK.—Fordham university 
school of business will conduct a re- 
view course during the coming semester 
in preparation for Parts I and II of 
the C. L. U. examinations which will 
be held in June. The course, sponsored 
by the New York Chapter C. L. U., will 
be under the direction of Henry Minor 
Faser, Jr., secretary-treasurer of New 
York C. L. U. chapter and general agent 
Penn ‘Mutual Life in New York City. 
Mr. Faser holds the degree of master 
of business administration from the 
Wharton school of the University of 
Pennsylvania, where he specialized in 
insurance. While New York University 
is giving a C. L. U. course during the 
current semester, so far as is now known 
the Fordham business school will be the 
only university in New York City offer- 
ing such a course for the spring semester. 

The Fordham school, where the course 
will be given, is in the Woolworth 
building, 233 Broadway. This location 
is close to the downtown insurance dis- 
trict as well as to Brooklyn and New 
Jersey transit facilities in addition to be- 
ing easily reached from all parts of 
New York City by the three subway 
systems. 


Gives Degree in Insurance 


“The introduction of this course in the 
school of business of Fordham University 
places another large eastern university on 
the list of colleges and universities co- 
operating in the efforts of the American 
College of Life Underwriters to encour- 
age and foster the training of students 
for the career of professional life under- 
writers and in general life insurance edu- 
cation,” said Mr. Faser in connection 
with the announcement. “It is inter- 
esting to note in this connection that a 
curriculum leading to the degree of 
bachelor of science with a major in in- 
surance was announced by the Rev. T. 
J. Murray, S. J., dean of the school of 
business in September, 1937.” 

Part I of the C. L. U. examinations 
covers life insurance fundamentals, both 
the economics of life insurance and life 
insurance principles and practices. Part 
II covers life insurance salesmanship, 
including principles of salesmanship and 
the psychology of life insurance sales- 
manship. The review course is intended 
primarily for men who have had sev- 


—=—= 


eral years experience in life insuran, 
work and who have the required py 
liminary education necessary for adm; 
sion to the examination. Parts 1 a 
II appear to be the most difficult of 4 
C. L. U. examinations and it is }, 
lieved that a carefully planned and q 
ordinated review of the material sy 
as has been prepared by Mr. Faser yj 
be of great value in helping candidat 
for the C. L. U. designation in orgy, 
izing their knowledge. 


Lectures Once a Week 


The first sessions of the class will} 
from 5 to 7 o’clock one evening a wei 
for a total of 11 lectures. The coury 
will end just prior to the C. L. Ue 
aminations on June 9. The first lectyy 
will be the week of March 7. What dy 
of the week the course will be held o 
has not been definitely decided but wij 
be announced shortly. Additional jp. 
formation may be obtained from Dr. 4 
S. O’Reilly, vice-dean of the school, ¢ 
Lamont Post, 17 John street or Mr 
Faser, 625 Madison avenue. 





CLASS AT WICHITA 


The C. L. U. class in Wichita, Kan, 
is making good progress, with six en 
rolled under the direction of Lei 
Rymph, district agent Aetna Life. Break. 
fast meetings are held each Friday. Don 
Mitchell, New York Life, is secretary, 





DARENEAU TO SPEAK 


At the dinner meeting of the San 
Francisco C. L. U. chapter Jan. 24, T. 
F. Dareneau, assistant manager and 
educational director of the San Fran. 
cisco agency of the Pacific Mutual Life 
will speak on “What Today’s Success 
ful Underwriter Is Reading and Study. 
ing—and Why?” Mr. Dareneau was 
an instructor.in the C. L. U. training 
course at the University of Houston 
when he was a resident of that Texas 
city. 

Committee reports will be given by 
N. F. Davis, Guardian Life, chairman 
of the research and publicity commit- 
tee, and F. J. Van Stralen, Massachu- 
setts Mutual Life, chairman of the edu- 
cational committee. 





Lead John Hancock Sales 


Charles B. Johnson of Boston is 1937 
leading producer for the John Hancock 
Mutual Life, with a production of over 
$1,000,000. Mr. Johnson has been with 
the Paul Clark Boston general agency 
since 1934. For eight years previously 
he was with the Equitable in Boston, 
where he was a leading producer. 

He is 43 years old and before enter- 
ing the insurance business was with 
Walworth Manufacturing Company. His 
boyhood was spent in ‘Concord, Mass. 
where he still makes his home with his 
wife and two children. 

Mr. Johnson was a sergeant in the 
famous 101st regiment during the world 
war and was decorated with the Distin- 
guished Service Cross and the Croix de 
Guerre. 

_ Mrs. Martha Boott led the women 
agents of the John Hancock Mutual Life 
in 1937. Mrs. Boott has been a member 


‘of the Paul Clark general agency in 


Boston ever since 1925. Entering life 
insurance with no previous experience, 
Mrs. Boott has been a leading producer 
from the start. In 1930 she was a mem- 
ber of the Million Dollar Round Table. 





Bankers Life, Neb., Leaders 


J. H. Brown of Steubenville, O., who 
has just completed his second year with 


the Bankers Life of Nebraska, won first 


honors for personal production for 1937, 
defeating E. F. Goodrich of Topeka by 
less than $1,000. Third place went to 
G. F. Garrison of Salina, Kas. For five 
straight years Mr. Goodrich’s agency 
has won first place for agency produc- 
tion, with more than a million of paid 
business to its credit. The V. A. Mar- 
shall agency of Fairbury and H. 0. 
Johnson agency of Hastings were only 





a short way behind. 
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ALES IDEAS AND SUGGESTIONS 











Social Groups Prove Source 
of Valuable Contacts 





J. H. Brennan, Fidelity Mutual Life 
manager in Chicago, in speaking before 
he Life Underwriters Association of 
ontreal said that 80 percent of the 
business he had developed in the past 
3 years was a direct result of a definite 
ethod of prospecting. 

Mr. Brennan, who became manager 
wo years ago, bringing his agency up 
almost from oblivion to sixth place in 
naid business in 1937 among the com- 
pany’s agencies, has been an unusually 
successful personal producer. He has 
ad a personal production record of 
ore than $5,000,000 in the past 10 years. 
In speaking on “Prospecting Through 
Prestige Building,” he outlined five steps 
in successful prospecting: Getting names 
of people, information about these peo- 
ple, recording information on record 
cards, obtaining intrgductions and elim- 
inating poor prospects from files either 
before or after making calls. 


Complete Information 
on Prospect Essential 


Mr. Brennan, formerly an assistant 
hospital superintendent, said he devel- 
oped his first contacts upon entering the 
business among his former associates 
because he knew the approximate ages 
of these people, positions they held, the 
number in their families, standard of 
living and their various hobbies. “As 
a result of working among this group 
I learned a very important lesson. In 
order to serve best, one must have all 
possible information regarding a pros- 
pect before attempting to sell him,” he 
said. “Because of my success among 
this group I decided the easiest way to 
get business would be to work among 
similar groups where I would be well 
known and have several centers of in- 
fluence. I moved into a well known 
suburb where I knew but one man. 
However, he in turn introduced me to 
a professional man in the community 
who was president of the business men’s 
organization.” 


Paid for $590,000 After 
2% Years in Club 


In 2%4 years as a member of the club, 
Mr. Brennan paid for $590,000 of busi- 
ness received from doctors, dentists, 
lawyers, merchants, bankers and others. 
He joined the organization to further 
his acquaintanceship, he said, but felt 
that at the same time he would be com- 
pensated for any effort expended in fur- 
thering the interest of the club. Being 
placed on the speakers committee gave 
Im an opportunity to introduce speak- 
ers each week and likewise new mem- 
ers. “After each meeting these men 
would thank me for my kindness and 
Suggest that I drop in and see them,” 
e said. “Needless to say when I called 
on them a friendly atmosphere had al- 
teady had been established and I had 
no difficulty in discussing insurance.” 

_ Lhe second organization Mr. Brennan 
joined was a fraternal group. Business 
written on this group totaled more than 
$100,000. “I contacted different men 
and I made it a point to become active 
On various committees,” he said. “New 
clients and friends that were made 
through this group are constantly re- 
erring business to me.” The third or- 
Sanization was a service group, the 
ons Club. Like every other organ- 
lation, he said, it was seeking willing 
workers. Entering into active service 
bap this group has been responsible 
the ‘aaa than $300,000 of business from 
. The fourth organization Mr. Brennan 
joined was an alumni group, which he 





considered his best source of contact. 
He has held every office in the associ- 
ation and over a period of time in 
which he has been active he has writ- 
ten more than $1,700,000 in business. 
“After all,” he continued, “these men 
are the leaders of tomorrow. If you 
do not know them on their way to suc- 
cess you will find it hard to write them 
after they arrive. 

“You will find that when you become 
active in any of these groups, if you 
use tact and diplomacy, no resentment 
is felt. This is evidenced by the fact 
that I have been president of six dif- 
ferent organizations and an officer or 
committee worker in other groups,” Mr. 
Brennan continued. “I join them one 
at a time. I keep in circulation and 
through this work I have built prestige 
in the conimunity in which I live. This 
has come because of service I rendered, 
neighborhood writeups, advertising and 
good publicity. I have been paid hand- 
somely for doing the thing I like best— 
associating with people and helping the 
og fellow accomplish something in 
ife.’ 


No Secret to His 
Method of Prospecting 


Mr. Brennan points out there is’ no 
secret to this method of prospecting. 
It is nothing more than the applica- 
tion of common sense to the fundamen- 
tals and the fact that one must be re- 
sourceful. “To succeed in this busi- 
ness,” he said, “you must have a sys- 
tem which will provide for a never-end- 
ing stream of prospects that will listen 
to your story. The line between fail- 
ure and success is so fine that we 
scarcely know it when we pass it, so 





fine that we are often on the line and 
do not know it. How many men have 
thrown up their hands at a time when 
a little more effort, a little more pa- 
tience would have achieved success. As 
the tide goes clearly out, so it comes 
clearly in. A little more persistence, a 
little more effort, and what seemed 
hopeless failure may turn in to glorious 
success. There is no failure except in 
no longer trying,” he concluded. 





| What N. Y. Leaders Are 


Going to Do in 1938 


The Diamond Life Bulletins organiza- 
tion has made a rather careful survey of 
New York City (where depressions are 
always most severe). “We have found,” 
Abner Thorp, Jr., managing editor, says, 
“that the keenest thinkers and most suc- 
cessful underwriters there are planning 
quite a number of very practical things 
in 1938 to offset any lack of confidence 
among prospects or any slump in buyers’ 
incomes: 

“1. They are going to diversify their 
prospecting, so as to concentrate on peo- 
ple in relatively prosperous lines. 

“2. They are going to budget their ex- 
penses more carefully than ever before, 
so that they can spend a larger amount 
on concentrated direct mail advertising. 
_ “3. They are going to stress ‘need-sell- 
ing’ and simple program presentations. 

“4, They are going to organize their 
activites, so as to spend as much time 
as possible in front of promising pros- 
pective buyers. 

“5. They are going to qualify their 
prospects earlier in the interview as to 
their ability and willingness to invest fur- 
ther sums in life insurance if they should 
find additional protection necessary. 

“6. In their programming work, they 
are going to keep it simple, yet complete 
enough to show their prospects and cli- 
ents three things: first, what are his and 
his family’s minimum income needs; sec- 
ond, how far his present life insurance 








Northern New Jersey Congress 





NEWARK.—At the enthusiastic sales 
congress held here by the Life Under- 
writers Association of Northern New 
Jersey, President John R. Hardin of the 
Mutual Benefit Life, in a welcome ad- 
dress, stated that company executives 
are paying more and more attention to 
the development of their agency force 
on a high standard. J. Bruce MacWhin- 
ney, chairman of the sales congress com- 
mittee, presided. 

Following a short skit by Marshall 
Montgomery, Samuel J. Foosaner, New- 
ark attorney, gave a recapitulation of 
the business insurance talks given be- 
fore the association by Denis B. Maduro. 
There is a tremendous field for business 
insurance sales. The three outstanding 
factors in the business insurance field, 
said Mr. Foosaner, are replacement, 
credit and purchase. 

In discussing “Locating and Ap- 
proaching Today’s Market,” C. P. Daw- 
son of the New York City office of the 
New England Mutual Life said the mar- 
ket is constantly shifting but there will 
never be an occasion when life insurance 
is not needed. There is a greater need 
for life insurance today than ever be- 
fore. 

There are three important factors in 
the life insurance field that will lead to 
success, said Mr. Dawson. They are: 
1. Finding out if the name of a prospect 
is one that will qualify; 2, following a 
list of selected names, and 3, having a 
set program. Forming a habit of pros- 
pecting is another important factor in 
the life field. 

In the approach confidence and pres- 
tige, creating interest and securing in- 





formation that will give a life under- 
writer a reason to approach a prospect, 
are all important. Work out something 
for the prospect that will stick in his 
mind, said Mr. Dawson. 

Fifteen years ago programming was 
of little interest to home office execu- 
tives and field force, said R. B. Coolidge, 
superintendent of agencies Aetna Life. 
Today it is bringing more sales than 
ever before. By putting a little time and 
a little thought in his work, it will re- 
sult in an excellent income for a life 
underwriter. 


Depends on Individual 


In a talk on “You,” James A. Giffin, 
assistant agency manager Phoenix Mu- 
tual Life, pointed out that every thing 
depends upon the individual as to how 
he or she does her work, secures knowl- 
edge of business and uses it. 

“Label Pasting’ was termed an ex- 
pensive kind of selling by Reid Hartsig, 
assistant agency supervisor of the Trav- 
elers. A “Label Paster” is a salesman 
who sits at his desk in his office, thumbs 
his cards in his prospect and policy- 
holders file, visualizes each particular 
Situation and then decides who cannot 
and who will not buy at that particular 
time. In other words, said the speaker, 
he is the type of life underwriter who 
knows so much about a particular client 
that it is not necessary to give that 
individual the opportunity of saying 
“no.” In conclusion, the speaker said 
that too often a label paster is wrong 
in his decision and later he learns that 
his prospect or client bought from some 
other agent. 





can be made to cover these. needs; and, 
third, what a reasonable additional in- 
vestment in premiums can accomplish in 
bringing his total life insurance nearer to 
the ideal program which the prospect 
himself has set up. 

“7, They are going to look, dress and 
act like successful business men. 

“8. They will watch their associations, 
avoiding pessimists and alarmists, and 
reading literature of a helpful and con- 
structive nature. 

“9. They will regularly cultivate logical 
prospects through repeated calls, each of 
which in some way advances the nego- 
tiations toward an ultimate sale. In other 
words, they will not be so ready to take 
“no” for an answer.” 








GALES IDEA 


OF THE WEEK 





Will to Win, Technique and 
Right Habits Essential 


CLEVELAND—Success requires the 
will to win and skill or technique on the 
job, said J. Harry Wood, manager of 
general agencies, John Hancock Mutual, 
in his talk before the Cleveland Life 
Underwriters on “Making More Money 
in 1938.” 

“The wise man capitalizes on his own 
experiences but the super-wise man cap- 
italizes on the experience of others, It 
is harder to capitalize on the experience 
of others than we think. We must se- 
lect assets and not liabilities,’ said Mr. 


ood. 

An agent should analyze his own weak- 
ness and strive to improve on that point. 
Mr. Wood pointed out how various 
agents had doubled their volume by im- 
proving themselves in different ways, 
some concentrating on knowledge, 
others on prospecting, sales talk, pro- 
gramming or time control. 

Both the will to win and technique 
rest on the all important ground of 
habit. “Success depends squarely on 
the habits we form. We are so uncon- 
scious or subconscious of many of them 
that we don’t even notice them. And 
yet they play important roles. Domi- 
nance of habit is self evident in every- 
thing we do—on our calls, prospecting, 
and work of all kinds. About 95 per- 
cent of everything we do is the result 
of habit. The only time you are em- 
barrassed before a prospect is when you 
haven’t a habit which will answer the 
situation. We don’t make up a fresh 
sales presentation to fit every case but 
rather we draw from the most applic- 
able ones we know by habit. It is ex- 
tremely important that we develop a will 
to win and a technique through the 
right kind of habits,” declared Mr. 
Wood. 





L. O. Schriver’s Quotient 


L. O. Schriver, manager of the Aetna 
Life at Peoria, Ill, in speaking before 
the convention of the Country Life 
agents gave his quotient of success 
which is in very compact form. It is 
worth reiterating. Mr. Schriver says, 
“My quotient of success is inspiration, 
plus information, plus perspiration equals 
consummation.” That is an epigrammatic 
statement, a formula or method of busi- 
ness operation that we might all ponder 
over with great benefit to ourselves. 





In selling participating term policies 
an effort should be made to get the 


policyholder to leave the dividends to 


accumulate with the company. The ac- 
cumulated dividends will provide a re- 
serve fund for later conversion. If this 
is done it is comparatively easy to con- 
wert the policy to the ordinary plan at 
the end of four or five years. 
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AGENCY MANAGEMENT 





Brooklyn Supervisors Group 
Plans Agency Conference 





The Brooklyn Life Supervisors Asso- 
ciation has arranged an agency manage- 
ment conference for Jan. 26 at the Ho- 
tel Bossert to which it has invited 
Brooklyn managers and general agents. 
W. H. Kee, manager Mutual Life of 
New York, will talk on “Opportunities 
in 1938.” R. C. Buckley, supervisor, 
Austin agency, Aetna Life, will speak 
on “How to Run Successful Sales Con- 
tests.” Edward Rosenbaum, assistant 
manager Peacock agency Equitable So- 
ciety, will talk on “Joint Work Between 
Supervisor and Agent.” 

A. Correll, general agent New 
England Mutual, will talk on recuiting 
and E. Hass will discuss agency 
meetings. Jack Warshauer, general 
agent Guardian Life of New York, will 
close the meeting with a talk on “What 
This Conference Means to Me.” 

At luncheon there will be an open 
forum conducted by Jerome Siegal, 
president of the supervisors association 
and brokerage supervisor of the Mc- 
George agency of the Prudential. 

The committee in charge has received 
100 percent acceptance from managers 
and supervisors who will be in the city 
on the date of the conference. The com- 
mittee includes C. E. Hass, chairman; 
Rowland Lomar, Austin agency, and 
Edward Rosenbaum. The association 
has progressed rapidly since it was 
formed last Fall. 





Honor Leaders in Cleveland 


CLEVELAND—The annual Lead- 
ers’ Club banquet sponsored by the 
Cleveland Life Insurance Executives 
Club will be held Jan. 26. At that time 
the leading 1937 producers of Cleve- 





land agencies, selected from the stand- 
point of volume and number of lives, 
will be guests of their general agents 
and managers. All local agencies are 
expected to participate. Leaders in 
civic and professional life are also being 
invited. The committee in charge is 
headed by A. H. Bennell, manager Mu- 
tual Life of New York. Felix E. Held, 
Ohio State University, will speak. The 
second part of the program will take 
the form of the nationally famous 
Washington Gridiron dinners and will 
dwell on the subject, “Roasting Life In- 
surance Chestnuts.” 





San Antonio Managers Elect 


The San Antonio (Tex.) Life Man- 
agers Club elected J. N. Fletcher, dis- 
trict agency supervisor Great Southern 
Life, president; C. R. Fuquay, general 
agent Franklin Life, vice-president, and 
G. A. Helland, Connecticut Mutual gen- 
eral agent, secretary-treasurer. Direc- 
tors elected are C. B. McPhail, Great 
American of San Antonio; O. P. Schna- 
bel, Jefferson Standard, and Starkey 
Duncan, Fidelity Union Life. 


Boston Annual Meeting Jan. 26 


The annual meeting of the General 
Agents & Life Managers Association of 
Boston will be held Jan. 26. Manuel 
Camps, Jr., general agent Penn Mutual, 
will be in charge as acting president. 

J. Harry Wood, manager of the gen- 
eral agencies John Hancock Mutual 
Life, will speak on “Motivation Through 
Supervision.” 


Self-Discipline Stressed 
SEATTLE—Addressing a meeting of 
the Seattle Life Managers Association, 
H. M. Sauers, Bankers Life, said self- 
discipline is responsible for the fact that 
15 percent of the agents are producing 
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85 percent of the business. He deplored 
any over-emphasis on securing new men 
and suggested rather that more time 
should be spent on assisting men al- 
ready in the agency. 

Other speakers were A. H. Challis, 
Massachusetts Mutual, on plans for 
1938; J. F. Grant, Penn Mutual, and C. 
J. Sauter, Equitable Society. 

John Adams of Portland invited the 
Seattle association to meet with the 
Portlanders at a joint meeting, probably 
at Longview, Wash., in April. 





Wilkins ‘to Talk on Recruiting 

At the meeting of the Life Insurance 
General Agents & Managers Association 
of Northern New Jersey in Newark Feb. 
1, R. E. Wilkins, supervisor of ordinary 
agencies of the Prudential at the home 
office, will speak on “The Young Man 
in Today’s Recruiting Problem.” 





Acacia Managers Meet 


“Quality Branch Management” was 
the theme of a meeting of branch and 
assistant branch managers held by 
President William Montgomery of the 
Acacia Mutual Life and other officials 
at Coral Gables, Fla. 





Propose to Increase Income 
Tax Rate on Insurers 





An increase in income tax rates from 
15 to 16 percent for insurance companies 
is recommended in the report of the 
House ways and means tax subcommit- 
tee on tax revision which has been sub- 
mitted to the full committee and is now 
the subject of public hearings. Except 
for the increase in rates, no recommenda- 
tion is made for changes in treatment of 
insurance companies, which the subcom- 
mittee recommends in all other respects 
be treated as under the present law. 

Another recommendation of the sub- 
committee is that dividends on fully paid 
up life policies be included in the gross 
income of recipents. This proposal would, 
the subcommittee explained, tend to limit 
the operation of section 22 (b) (2) of the 
1936 revenue act, under which dividends 
received under a life insurance or endow- 
ment policy are not taxable until the ag- 
gregate of the amounts so received ex- 
ceeds the aggregate premiums or consid- 
eration paid. 

“There ig a distinction between paid- 
up policies and policies on which pre- 
miums are yet to be paid,” it was pointed 
out in the report. “With respect to the 
latter, the annual return of ‘dividends’ 
merely operates in substance to reduce the 
total amount of premiums paid by the 
insured which are ordinarily not allow- 
able as a deduction. On the other hand, 
in the case of a fully paid-up policv so- 
called ‘dividends’ are, in effect, returns on 
an investment made, as in the case of 
interest, and they should therefore be in- 
cluded in gross income. Consequently, 
the subcommittee proposes that divi- 
dends paid by insurors on fully paid-up 
policies be included in gross income.” 





Supplement social security benefits 
with life insurance. Slide rule $1. Order 
from National Underwriter. 








and yet over 50% of all rooms for $3.50 


or less single; $5.00 or less double. 
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DISTRICT AGENTS 





By A. R. JAQUA 
Associate Editor Diamond Life B 


A number of companies or ageng 
work under the district agent, unit my 
ager or production unit plan. Here's 
way compensation works out in one 
cal district agency system, covering: 
considerable rural territory. q 

The general agent gets 55 percent f 
year on ordinary life with nine rene 
of 74% percent and an extra renewal 
5 percent in the second year. 

The district agent gets 50 percent fir 
year, nine fives and is paid 55 pereg 
first-year commission on the busing 
produced by his agents. Also, the dj 
trict agent gets an extra 3 percent { 
second year on a production of $300) 
to $400,000; 4 percent on a productig 
of $400,000 to $500,000; and 5 percentg 
a production of $500,000 or over. : 

Thus, the profit of the general age 
on a district agent is 5 percent the fi 
year on his personal production, and 
percent margin on the renewals of 
entire district agency, provided they m 
port $500,000 or more. If not, the m 
gin is slightly greater. 


Contacts Full-timers 


The district agents make contra¢ 
with full-time men so that the distri 
agent makes 5 percent first year and 
percent the second provided they g¢ 
from the general agent the full 5 perce 
second renewal. They offer full-tim 
agents nine-fives. ; 

The district agents make contrad 
with part-time men on which the di 
trict agent gets 10 percent of the f 
year and 5 percent the second year, 
of course all the unearned renewals ¢ 
both full-time and part-time men. 

That is a fairly standard setup fora 
established company which isn’t out f0 
production in a big way. For smal 
companies that are trying to grow 
or for large companies with a volum 
complex, all bets are off and the con 
pensation is what it takes to get thé 
business. 

For companies on the managerial sy 
tem, conservative and established, thé 
manager gets upward from $4200 fo 
each million of production. 


No Standards Possible 


We speak of standards, but there are 
no standards. It is not impossible for 
an agent to get a contract calling i 
100 percent first-year commission, if ant 
when he sells any life insurance. It 
usually pretty hard to sell. What is the 
best system of compensation? ! 
knows? 

There probably is no best system a 
though the trend seems to be towaft 
managers on salary plus a bonus sy® 
tem (always an essential in obtaining) 
and holding really capable men) plus 
some sort of a pension system. ; 

The odd thing is that many companies 
will appoint manager after manager of 
general agent after general agent of defr 
nitely mediocre quality, year after yeat) 
and at the end of 15 or 20 years have 
little to show in that territory except # 
deficit. No real analysis was ever ma 
of what it took to put the company om 
the map in that territory. The idea wa 
to get a second-rate man as cheaply 4 
possible and hope for the best. 


Patterson’s Dictum 


And all of that notwithstanding _the 
dictum of the late-great John H. Pat 
terson, who said: “Always hire the best 
men available. Never monkey q 
second-raters.” And Mr. Patterson not 
only hired good men, but trained them) 
and continued to train them in what was” 
perhaps the finest training school in 
world. He acknowledged that adequate - 
compensation alone would not do 
trick, but said that adequate selectiom 
plus adequate compensation, plus ade” 
quate training, plus adequate supervision | 
would do the trick. 7 












